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INTENSIVE THRIFT 
CAMPAIGN UNDER WAY 


Roger B. Hull, National Associa- 
tion General Manager, Is Guid- 
ing Spirit of Drive 


JANUARY INSURANCE TIME 


Cooperation of Local Associations De- 
pended on to Broadcast Savings 
Idea from Coast to Coast 





NEW YORK, Jan. 5.—With National 
Thrift Week now only a matter of days, 
life insurance forces, national and local, 
are speeding their efforts to make the 


slogan, “Thrift Through Life Insur- 
ance,” mean more this year than ever 
before. Under the guiding hand of 


Roger B. Hull, general manager of the 
National Association of Life Underwrit- 
ers, in conjunction with the thrift com- 
the association, composed of 
John C. McNamara, Guardian Life, 
chairman; Clinton A. Wells, Provident 
Mutual Life, and Ralph Sanborn, local 
associations and companies have been 
stimulated to give wide publicity to the 
thrift movement, which was started 11 
years ago by Adolph Lewisohn, New 
York philanthropist. 

It has been decided this year by the 
National Thrift Committee of the Y. M. 
C. A. to give one month, instead of one 
day, to each thrift factor. This is con- 
sidered extremely favorable to the life 
insurance business in that January is 
designated as its own thrift month. This 
month marks the culmination of the 


drive. 
Life Insurance in Spotlight 


mittee of 


During the week of Jan. 16 certain 
days are, of course, set aside for the 
other thrift factors. But with the lime- 
light focused on life insurance during 
the month it is not felt that the busi- 
ness will lose much of the impetus it 
gains. 

That the National association is fully 
alert to the importance of the thrift 
movement is indicated by the letter 
which it his just sent out to local asso- 
ciations all over the country. In it em- 
phasis is placed on the idea that Na- 
tional Thrift Week will continue as a 
community event in many cities. News- 
papers will give much space to thrift 
education. “This will afford life under- 
writers an cxcellent chance to present 
‘Thrift Through Life Insurance’ to the 
general public,” the letter says. “News- 
papers will also be looking for material 
on the subject, luncheon clubs and pub- 
lic schools will welcome speakers on 
various phases of thrift.” 

It is suggested by the National asso- 
ciation that “if there is a Y. M. C. A. in 
your city, you should immediately get in 
touch with it, offer your assistance and 
see what the plans are for putting this 
drive into effect. Through the proper 
organization of committees this can be 


JULIAN TO TAKE NEW 
POSITION AT ROGERS 


GOES IN LIFE BUSINESS 


Former Alabama Commissioner Is 
Elected Active Vice-President of 
Three Insurance Companies 


W. Walker of the 
companies of Rogers, Ark., 
Union Aid Life, Progressive Life and 
Union Life, announces this week that 
Frank N. Julian, former insurance com- 
missioner of Alabama, has been elected 
an active vice-president of the three 
companies, Mr. Julian assumed his new 
duties the first of the year. He will 
move to Rogers and take an active part 
in the management of these institutions. 
Mr. Julian through his supervisory work 
as head of the Alabama insurance de- 
nartment became well acquainted with 
life insurance operations and therefore 
is well prepared for his new duties. He 
tas been in public life in Alabama for a 
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FRANK N. JULIAN 


number of years. He is an old time 
newspaper man and has been prominent 
in the political affairs of Alabama for 
a long time. At the time he left the in- 
surance commissioner’s office, he was 
chairman of the executive committee of 
the National Convention of Insurance 
Commissioners and was one of the 
prominent members of that body. Mr. 
Julian is a native of Alabama, having 
been born June 18, 1872, at Tuscumbia, 
He is the author of a number of insur- 
ance laws that are in vogue in Ala- 
bama. 











spread of the gospel of life insurance. 
Whatever is done this year should be 
the foundation of even more effective 
and intensive effort next year.” 

This strikes the keynote of the Na- 
tional association's attitude on the thrift 
campaign. Whatever is done this year 
will be the basis of a more intensive 
campaign in 1929. 

Those companies—about 70 in all— 
that supported the movement last year | 





made a most effective medium for the 
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| CONTROL OF WESTERN 
UNION LIFE IS SOLD 


PURCHASERS NOT YET KNOWN 


Sale Price of Stock Is Said to Be $1,367 
Per Share—Company Per- 
sonnel Unchanged 


SPOKANE, WASH., Jan. 5.—Con- 
trolling interest in the Western Union 
Life ot Spokane has been sold by Presi- 
dent R. Lewis Rutter, who advises that 
for some time he had been importuned 
by various interests to part with his 
stock control. It is understood the pur- 
chase price was $1 per share, less 
the $8 dividend payable Jan. 3, making 
$1,367 net per share. It is also under- 
stood that the buyer, whose name has 
not been divulged, has agreed to treat 
all stockholders the same should they 
desire to sell, and that the personnel of 
the company will not be affected in any 
way. The Spokane & Eastern Trust 
Company handled the transaction, and 
any stock so sold is to be delivered to 
the Chase National Bank of New York, 
to be paid for by this bank on delivery. 

The amount of stock owned by Mr. 
Rutter is variously estimated at from 
51 to 70 percent, doubtless 1,001 shares 
out of the 2,000. When the company 
Was organized in 1906, the stock was 
widely distributed, but in recent year 
has been concentrated in a few hands. 

Other directors in the company are 
L. M. Davenport, Charles H. Jones, 
Walter G. Merryweather, Will G. 
Graves, Mrs. M. H. Uncapher, G. I. 
ve and Walter Leuthold, all of S} 
kane, Ralph K. Hubbard of New York, 
manager of the eastern division of the 
company, and Peter McGregor of 
Hooper, Wash. 

Stock is also held by the Union Trust 
Company of Spokane, J. P. McGoldrick, 
A. L. Flewelling, deceased, and Isabella 
Blackwell, deceased. 

Speculation As to Purchaser 


375 


Four companies are mentioned as pos- 
sible purhcasers: The Sun Life, Mis- 
souri State Life, Northern Life and 
Western States Life of San 
T. B. Macaulay, president of the Sun 
Life, refused to make any statement, 
while the other companies denied that 
they are in any way interested. 

Figures for the Western Urion Life 
as of Dec. 31, 1926, the last annual re- 
port, show paid-in capital of $200,000 
and gross assets of $11.266,816. The 
income for 1926 was $2,800,130 and dis- 
bursements $1,785,974. Its net reserve 
was $9,131,022. It has paid 8 percent 
annually to stockholders, with the ex- 
ception of 13 percent in 1922. No div- 
idend was paid in 1924. December 31, 
1926, the amount of insurance in force 
was $40,950,588. 

The Western Union Life owns its 
handsome, virtually new office building 
at Riverside and Madison streets, valued 
at $500,000. The present officers are: 








R. L. Rutter, president; Mrs. M. H. 
Uncapher, vice-president and manager; 
Ralph K. Hubbard, New York, vice- 
president: G. I. Toevs, second vice-pres- 
ident; L. H. Milliken, secretary-treas- 
urer. 


The next annual meeting of the com- 
pany will be held here Jan. 11, when 
official announcement is expected to be 
made of the change in management. 


Francisco. | 








WELL BALANCED YEAR 
PREDICTED FOR 1928 


Life Insurance Trends Indicate 
Substantial Improvement 
in Business 


FARM CONDITIONS BETTER 


——— 


Approximately $17,000,000,000 of New 
Business Written During 1927 
in United States 


By 0. J. ARNOLD 
President American Life Convention and 
President of the Northwestern 
National Life 


The year 1928 will be the best bal- 


anced 12-month period of the 20th cen- 
insurance trends are an indi- 


tury if life 





0. J. ARNOLD 


cation of what we may expect of the 
future—and experience has 
proven that life insurance is one of our 
very best business barometers. 

It is possible, and very probable, that 
many individuals and some industries 
and businesses will not enjoy the peak 
prosperity that was theirs during the 
But we must not judge 


immediate 


war boom days. 


general conditions by individual . or 
purely local instances, but rather con- 


sider all lines of industry. 
Agents Report Conditions 


Reports that have come to the repre- 
sentative life insurance companies oper- 
ating throughout the country from their 
hundreds of thousands of agents who are 
in constant touch with people in all 
walks of life, clearly show that there is 
every reason to believe that most all 
lines of industry wi!! experience an up- 
ward movement in 1928. Nothing of the 
boom nature, but good, substantial im- 
provement, steadily increasing demand 

(CONTINUED ON PAGE 23) 
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UNION CENTRAL MAKES 
NEW RECORD IN 1927 


—_———_ 


PRODUCTION EXCEEDS $20,000,000 





New York Agencies Lead—Chicago 
Agency Takes Second Place 
—Cincinuati Is Third 





Piling up paid-for bysiness in an un- 
precedented manner, the agency force of 
the Union Central Life turned in a rec- 
ord-breaking total of $20,463,365 for 
December. 

Not only does this total exceed the 
best previous month—March, 1920—by 
almost $2,000,000, but 1927 closed as the 
gost productive year in Union Central 
history, with a total of $190,320,025 paid- 
for business, exclusive of revivals and 
additions. This achievement exceeds 
that of the best previous year, 1926, by 
approximately $3,500,000. When _ in- 
creased by revivals and additions, the 
year’s production is expected to total 
approximately $195,000,000. 

Whole Country Contributes 


This increase was not contributed by 
any particular type of agency or sec- 
tion of the country. Agencies in prac- 
tically every state showed an advance 
over 1926, and in many cases the most 
marked increases were made in regions 
where general business conditions would 
indicate a lessened production. | 

The Charles B. Knight agencies for 
the Union Central in New York City 
and adjacent territories headed the list. 
Their total paid-for business for the year 
was $38,809,441. Second was the Chi- 
cago agency, managed by Darby A. 
Day. Mr. Day, completing his tenth 
month as a Union Central manager, 
again warranted his reputation as an 
agency builder by breaking two records. 
December sales for the Chicago agency 
were $2,507,570, which brought the year 
to a close with a total of $15,023,084, an 
increase of almost $6,000,000 over 1926 
production. 

J. L. Shuff in Third Place 


The home office agency at_ Cincin- 
nati, managed by John L. Shuff, which 
has long held second place, was forced 
down into third position by Mr. Day’s 
production, in spite of the fact that it 
registered a $500,000 increase over 1926. 

Four of the five agencies in the $5,000,- 
000 quota group showed a gain over 
last year. T. H. Daniel, general agent 
at Atlanta, led this section with an in- 
crease of $1,193,850 for the year. The 
W. L.. McPheeters. agency, Cleveland, 
and the J. P. Devine agency, San An- 
tonio, also bettered their 1926 records. 


Many Increases Shown 


The Lee & Lee agency, Dallas, and 
Lyne & Sons, Pittsburgh, occupants of 
the $4,000,000 section, also reported a 
marked increase for the year. In the 
$3,000,000 group, the E. E. Silver agency, 
Boston; W. S. Reeve agency, Detroit; 
J. W.-Smither agency, New Orleans, 
and C. G. Price agency, Little Rock, 
show increases ranging from $100,000 to 
$400,000. The increase of $419,000 in 
the Little Rock agency is especially 
noteworthy in view of the demoralized 
conditions resulting from the Mississippi 
floods. 

Of the seven agencies in the $2,000,000 
group, four increased their 1926 produc- 
tion. These are the Frank M. See 
agency; St. Louis; R. H. Heartman, Los 
Angeles; E. D. Shepherd, Houston, and 
H. J. Spencer, Charlotte, N. C. Approx- 
imately the same ratio of increases holds 
true through the lower quota groups. 

Seven Agents Write $1,000,000 Each 


Although individual production rec- 
ords are not complete in all cases, at 
least seven agénts have qualified for the 
coveted $1,000,000 group. The “million- 


aites” are Richard J. Conheim, New 
York; B. C. Sasse, Cotpus Christi, Tex.; 
B. A. Wiedermann, San Antonio, Tex.; 
W. L. Meador, Atlanta, Ga.; A. J. Leh- 
man, 


Cincinnati; Allan Gates, Little 








FIGURES ON 1927 BUSINESS SHOW SOME 
COMPANIES MADE GAINS OVER LAST YEAR 





RELIMINARY reports on 1927 
Pousiness received from the life com- 
panies in response to the request of 
THe NATIONAL UNDERWRITER show that 
about half the companies enjoyed gains 
while the rest showed losses. The re- 


Abraham Lincoln Life.............+-0.- 
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ports in many cases were only approxi- 
mate figures as exact data were not yet 
available. The figures as reported to 
THe NATIONAL UNDERWRITER this week 
are as follows: 


New Paid New Paid Inc. Bus. 

Bus, 1927 Bus. 1926 in Force 
$ 4,096,703 $ 4,631,353 —$ 1,523,168 
54,000,000 44,608,900 37,500,000 
58,000,000 61,000,000 10,000,000 
1,280,500 1,567,726 376,000 
aon? = =—S—Ssétn Sk wk’ 1,000,000 
1,925,000 *920,500 1,750,000 
14,800,000 13,712,104 7,000,000 
6,000,000 2,323,261 4,250,000 
25,000,000 26,363,170 13,000,000 
5,047,615 3,343,370 3,600,000 
8,125,000 3,612,500 4,900,000 
20,896,290 20,731,412 11,707,815 
35,462,355 33,319,201 10,781,349 
220,000,000 229,859,728 95,000,000 
6,500,000 5,390,334 2,500,000 
525,000 332,000 200,000 
9,600,000 9,445,651 2,000,000 
15,146,182 15,316,989 7,500,000 
35,000,000 25,230,431 20,000,000 
15,500,000 17,116,000 6,500,000 
90,700,000 83,958,000 52,000,000 
5,200,000 5,700,000 2,500,000 
35,022,866 32,498,370 20,505,000 
35,715,983 38,932,215 9,794,491 
K 3,950,277 592,462 
4,466,969 2,045,000 
, 3,760,000 360,000 
71,500,000 71,790,809 41,600,000 
45,000,000 43,192,809 21,000,000 
37,267,430 34,059,926 23,901,279 
6,817,250 5,614,750 ,202,500 
17,500,000 15,004,301 11,500,000 
7,143,900 8,497,080 1,000,000 
4,750,000 3,619,882 2,350,000 
1,135,000 285,350 1,025,000 
12,500,000 8,965,718 4,500,000 
77,359,104 70,630,396 41,169,179 
260,000,000 226,952,368 161,000,009 
13,000,000 10,013,966 2,000,000 
33,676,872 30,858,516 12,972,845 
204,763,512 179,542,911 86,450,052 
6,844,817 7,850,236 2,772,121 

21,600,000 27,584,000 4,000,0 
137,490,203 127,801,463 85,043,286 
16,554,084 14,119,839 5,758,073 
12,750,000 12,462,375 7,250,000 
17,000,900 16,700,709 9,000,000 
93,000,000 94,427,632 38,500,000 
215,842,049 215,174,510 106,296,205 
113,709,000 105,484,000 51,540,000 
3,500,000 4,431,000 2,250,000 
5,046,832 5,373,149 743,173 
6,350,855 7,506,827 1,480,082 
26,604,961 19,445,606 9,217,377 
15,000,000 12,236,427 4,000,000 
185,568,581 185,153,322 101,223,923 
000 45,739,530 $33,000,000 
ae 8=3© ‘bteenenes 


combined. 











Rock, Ark., and Byron C. Howes, Chi- 
cago. These leaders are closely fol- 
lowed by J. J. Hennessey, Chicago. 

In both 1925 and 1926, seven men 
qualified for the Union Central’s. mil- 
lion dollar list. The name of B. C. Sasse 
was included both of these years, as it 
is in 1927. B. A. Wiedermann made the 
select group in 1926 and in one previous 
year. Alvin J. Lehman, who has just 
completed his second year in life insur- 
ance, signalized it by qualifying for the 
“millionaire” group for the second time. 

These leaders are closely pressed by 
approximately 30 men in the $750,000 
and $500,000 groups. The heavy -sales. 
for December brought many new’ names 
into the lower quota groups. Appraxi-.. 
mately 450 Union Central agents pro- 
duced $100,000 or more of business dur- 
ing the year. : . 





SOUTHWESTERN REENTERING 
AMERICAN LIFE CONVENTION 





The Southwestern Life of Dallas has 
been readmitted to membership in the 
American Life Convention. The con- 
vention now has 143 member companies, 
with a total of approximately $20,000,- 
000,000 of insurance in force and ad- 
mitted assets of about $2,500,000,000. 

The Southwestern Life is the largest 
of the Texas companies operating ex- 
clusively in the ordinary field, and closed 
1926 with $198,746,135 of insurance in 
force and assets of $22,708,108. It has 
increased its business and assets substan- 
tially during 1927. 

T. W. Vardell, president of the South- 





, American 


western Life, was president of the Amer- 
ican Life Convention in 1910 and 1911 
and has also served on the executive 
committee of the convention. He was 
born in Galveston, Tex., March 21, 1872, 
and began his insurance career with the 
Equitable Life of New York in Gal- 
veston. He served that company as gen- 
eral agent for northern Texas and also 
as supervisor in Texas and Oklahoma. 
In 1908 Mr. Vardell was elected vice- 
president of the Southwestern Life and 
in 1911 was elevated to the presidency 
of.the. company. . He is one of the out- 
standing insurance executives. of the 
southwest. 


GUARANTY LIFE .PLANS 
: » FOR AGENCY MEETING 
Vice-President: Lee 2 Dougherty of 
the Guaranty Life of: Davenport, Ia., is 
afranging for its agency convention .and 
homecoming Feb, 27-28.. Amang’ the 
special guests will be. Claris Adams,.sec- 
retary, American Life Convention;..O. J. 
Arnold, president_.Northwestern Na- 


‘tional Life “and presidérif American Life 


Convention; Insurance Commissioner 
Ray Yenter of Iowa, Walter H. Head 
of Omaha, former president of the 
Bankers Association, and 
others. The guests will be taken to the 
Rotary Club meeting the first noon for 
luncheon. That evening there will be a 
banquet when the guests and others will 
speak. On the second day there will be 
the agency business meeting closing 
with some entertainment feature in the 
evening. 





SALES MEETING WILL 
MARK ANNEX DEDICATION 


UNION CENTRAL PLANS TOLD 





Company Will Open Home Office Ex- 
tension Jan. 16-17—Producers Will 
Obtain Selling Aids 





Coincidentally with the dedication of 
its new home office annex building the 
Union Central Life will hold a company 


convention in Cincinnati Jan. 16-17. 
Last-minute qualifications of many 
agents indicate that more than 500 


agents, general agents and guests will 
attend the sessions. 

Although the sales quotas necessary 
for qualification were materially higher 
than for any previous Union Central 
convention, the list of qualified agents 
shows a considerable increase. The 
large amount of business written during 
December, a record-breaking month, en- 
abled many to cross the line during the 
final week. 


Selling to Be Featured 


The convention program has been 
planned along the lines of a regular sales 
conference. Sales demonstrations, sug- 
gestions, discussions and similar fea- 
tures which will be of practical value to 
every agent in attendance have been ar- 
ranged to follow the opening address, 
by President John D. Sage. 

The greater part of the program will 
be presented by agents and general 
agents rather than by home office offi- 
cials. The officers of the company will, 
generally, limit themselves to the discus- 
sion of developments in company prac- 
tice and policy. 

Two unusual features have been incor- 
porated into the program. One is a talk 
on “Why I Believe in the Life Insur- 
ance Business,” by an agent’s wife. The 
other is a working session for agents, 
conducted by James Elton Bragg, man- 
ager of the Philadelphia agency of the 
company. 

Entertainment Planned 


Since the daytime sessions are to be 
devoted strictly to business, the night of 
Jan. 16 is to be dedicated entirely to 
entertainment. The banquet, to be held 
at the Gibson hotel, will be followed by 
a musical program, minstrel show, danc- 
ing, etc. An afternoon tea for the wives 
of agents is also scheduled. 

The dedication of the new home office 
annex is to be divided into two cere- 
monies, one for the public and the other 
for the agents. During the agents’ cere 
mony the name of every agent who pro- 
duced $100,000 or more paid-for busi- 
ness during 1927 will be enclosed in the 
Century Box. It is believed that ap- 
proximately 450 agents will be included 
in the $100,000 list. 





Time for Bringing Suit 


Defendant’s chief reliance is on its 
second defense. The clause depended 
upon reads: “No. suit shall be brought 
or maintained to collect under this pol- 
icy unless commenced within one year 
from the time of knowledge by the bene- 
ficiary of the death of the insured.” The 
court finds no escape from the conclu- 
sion that the new contract, the reinsur- 
ance of insured by defendant, was an 
Illinois contract and governed by IIli- 
nois statutes. Held that under these 
Illiness statutes, defendant was not per- 
mitted to limit to one year the time 
within which an action on the policy 
was to be brought. Such a provision in 
an Illinois insurance contract was null 
and void. It follows that there being 
no valid contract provision as to the 
time within which suit must be brought, 
the applicable Illinois statutes of limita- 
tions apply. And clearly the present 
action was brought within such period. 
International Life vs. Mowbray, U. S. 
C. C. A, 7th Cir. (IIL). 
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SEES NEW TENDENCY 
IN LIFE INSURANCE 


President Van Dyke of North- 
western Mutual Life Addresses 
Eastern Agents 





PUBLIC EDUCATION VITAL 


Realization by Assured of Need of In- 
surance Service Is Next 
Great Step 


NEW YORK, Jan. 5.—In the open- 
ing address before the annual meeting 
of the agents of the Northwestern Mu- 
tual Life from the New England, mid- 
dle and south Atlantic states, held here 
early this week, President William 
D. Van Dyke made an appeal for 
system and service, particularly directed 
to his own agency force, but applied 
generally to the institution of life in- 
surance. He said system is the essen- 
tial means of progress and success and 
service is the particular avenue for sys- 
tematic development of life insurance. 
He said, in part: 


System Is Basic 


impress upon 
cannot 


“Let me at the outset 
you that too much importance 


be attributed to system in any organ- 
ization or in any undertaking. — The 
manifest system in creation is incon- 


trovertible evidence of the existence and 
supremacy of deity. The universe it- 
self only exists by reason of the orderly 
plan of its creator. In every human ac- 
tivity the absence of system spells fail- 
ure. Life insurance is itself a system. 
It embodies the trinity of thrift, protec- 
tion and service. Without fear of con- 
tradiction, it may be stated that, as re- 
lated to human life, the only reliable 
and secure protection is the system of 
legal reserve life insurance. 


Dual Responsibility 


“At our home office constant study is 
given to system on every subject, in 
every department and in every detail, 
and plans are continually initiated and 
developed for their betterment. 

“In your work in the field, the im- 
portance of system cannot be overem- 
phasized. Haphazard methods never 
produce efficient results. Success does 
not merely happen; neither does failure. 
Both are the result of rigid law. In 
life insurance salesmanship efficiency 
can be acquired only through system, 
for life insurance selling must be dedi- 
cated to finding out what are the needs 
of the individual prospect and how best 
to provide therefor. 


Service Is Keynote 


“In its fundamentals, life insurance is 
well defined in the single word, ‘service.’ 
Every life insurance company is in 
effect a quasi-public service company. 
The duty of our company to the pub- 
lic is one of responsibility to create and 
maintain the best life insurance service 
possible and to struggle constantly to 
avail ourselves of every means for the 
improvement of our service. 


Must Educate Public 


“The next great factor in the growth 
of life insurance, I am fully persuaded, 
will result from the education of the 
public in an appreciation of its own 
needs, also the benefits of life insur- 
ance protection and, last but by no 
means least, the real value of the serv- 
ice which it extends. The public must 
be educated to the fact that life insur- 
ance supplies an absolute need; that it 
is not merely desirable nor wanted, but 
is needed; not a luxury, but a neces- 
sity. With time the attitude of the pub- 
lic has changed and is changing. Yes- 
terday the insured was said to be a 





BERGE BECOMES HEAD 
OF NORTH AMERICAN 


Z. H. AUSTIN IS RETIRING 





Minneapolis Company Has Taken Over 
the Northern Life of That City— 
Capital Increased 


Recently the North American Life & 
Casualty of Minneapolis increased its 


authorized capital from $125,000 to 
$250,000. It now develops that this 
increase of authorized capital was in 


preparation for the taking over of the 
business and the entire assets of the 
Northern Life of Minneapolis, a recently 
organized life company having a paid-up 
capital of $100,000, a transaction that 
was consummated as of Dec. 30. In 
consequence the North American Life & 
Casualty closed the year with an 
authorized capital of $250,000 and a fully 
paid cash capital of $175,000, total cash 
assets approximating about $450,000, 
with a net cash surplus of between $50,- 
000 and $60,000. 

In connection with these transactions 
Z. H. Austin, president. of the North 
American Life & Casualty since 1912, 
announces that he has disposed of his 
entire interest in the company to T. O. 
Berge of Minneapolis, who will succeed 
him as president. It is learned that Mr. 
Austin plans to retire from the insurance 
business altogether and devote his entire 
time. in future to personal business mat- 
ters. 


Will Feature Life Business 


The North American Life & Casualty, 
as its name implies, transacts a life, 
health and accident insurance, but plans 
to feature its life insurance business in 
the future, issuing both participating 
and non-participating policies. 

Mr. Berge was formerly agency direc- 
tor of the Northwestern Union Life of 
Ottawa, Ill, and later was Twin City 
manager of the Lutheran Brotherhood. 
The Northern Life has its offices in the 
Metropolitan Bank Building in Minne- 


apolis. The directors are all Minnesota 
business men. P. G. Erickson, the sec- 
retary, was one time manager of the 


Northfield office of the Northern States 
Power Company and later became as- 
sistant treasurer of St. Olaf College at 
Northfield. 








gambler, today the gambler is he who 
risks his all to save his small premiums. 
Life insurance has become a necessary 
service. 

Is Not Yet “Bought” 


with life insurance, 
as the result of experience with it in 
the past, in many cases, has been di- 
rectly the result of a blind purchase of 
it, due largely to absence of personal 
service on the part of the representative 
of the seller—his lack of knowledge of 
the prospect’s personal needs and a con- 
sequent sale unsuited to the require- 
ments of a but little-informed and ili- 
advised prospect. The salesman play- 
ing luck against law. Times and con- 
ditions change and it may be stated as 
an established fact, that life insurance, 
at the present time, is not bought on a 
competitive basis, but is sold almost en- 
tirely by personal service. 


“Dissatisfaction 


Should Be Counselors 


“The writing of every life insurance 
policy involves professional service. Only 
as counselors, not as mere salesmen, 
will agents be able to give to their 
prospects that complete’ service to 
which they are entitled. As a matter 
of fact, in most cases it is just as im- 


portant to the prospect when he buys 
his insurance what service he receives 
as the company in which he makes his 
purchase.” 











NEW PRESIDENT OF 
FEDERATION IS DINED 


HONOR PAID F. T. B. MARTIN 


Insurance Division of the Omaha Cham- 
ber of Commerce Features One 
of Its Members 


The insurance division of the Omaha 
Chamber of Commerce gave a banquet 
last week in honor of Frank T. B. Mar- 
tin of Martin Bros. & Co. of that city, 
newly elected president of the Insurance 
Federation of America. Mr. Martin in 
his talk warned his hearers as to the 
danger of the government meddling too 
much with business and entering the 
realm of private enterprise. He said 
that this tendency got its start largely 
during the war and it is an ever present 
menace. He said that he could not con- 
ceive of a greater calamity that might 
befall a nation than that government 


should invade insurance and assume its 
activities. 
George E. 
counsel for the 
Clearing House, 


Turner of Chicago, general 
Casualty Information 
was one of the main 


FRANK T. B. MARTIN 
President Insurance Federation 


speakers of the evening. He stated that 
the insurance companies are solid insti- 
tutions, essential to the country and 
are well supervised. Other speakers 
were Insurance Commissioner John R. 
Dumont, J. W. Shorthill, secretary Ne- 
braska Farmers Cooperative Grain & 
Live Stock Association; Frank E. Hel- 
vey, publicity director of the Nebraska 
Insurance Federation. 





Trust Company’s Pension Plan 


Each of the employes of the Union 
Trust Company of Detroit will be pro- 
vided with a liberal income for life and 
will be retired when he reaches the age 
of 65. To each employe who becomes 
a depositor in this plan to the extent 
of 3 percent of pay monthly, this com- 
pany will give each year a certificate 
representing a retirement income, pay- 
able for life at age 65 for men and age 
60 for women, in the amount of 2 per- 
cent of the year’s salary. This purchase 
of retirement income each year will ac- 
cumulate, so that at the retirement age 
each member of the plan will have an 
annual retirement income of 2 percent 
of the total salary from the beginning 
of the plan until the retirement. The 
trust company deposits dollar for dollar 
the amount deposited by the employe. 
The trust company has arranged to 
have all of the coverage, both for the 
retirement pension and for disability 
features, covered in a policy contract 

with the Metropolitan Life. The dis- 
ability features assures each employe a 
reasonable compensation, if he is unable 
to work. 








CHICAGO COMPANIES 
REPORT INCREASES 


Fair to Good Gains in 1927 Over 
1926 Are Recorded—One 
Decrease Shown 





BUSINESS NOT STARTLING 


Only Approximate Figures Available 
in Some Instances—Few Terri- 
torial Expansions 


Few startling increases and one de- 
crease in business for 1927 are reported 
by life companies domiciled in Chicago. 
In many cases the figures recorded be- 
low are only approximate, as some com- 
books too late to 
supply exact statistics for this issue. In 
business for the year was fair 
company reporting 


panies closed their 


general, 


to good, with one 


business excellent. This company had 
in 1927 the best year in its history. For 
all the companies reporting the figures 


are as follow: 

The Federal Life reports total insur- 
ance in force as $101,000,000, which rep- 
resents a net paid increase of $20,000,- 
000 in 1927 over 1926. On accident and 
health business alone the company 
shows a premium volume for 1927 of 
$3,000,000. Not so large an increase in 
written business was shown in 1927 over 
1926. The fact that so much business 
was put on the books had the natural 
effect of ie -¥.~ more business to lap- 
sation. . D, Cavanaugh, vice-president 
and actus ary of the company, reports 
that no month among the 12 was spec- 
tacular, and that the business was evenly 
distributed over the year. 


Continental's Growth Excellent 


Excellent growth was recorded for the 
Continental Assurance for 1927. In 
round numbers the total in force at the 
end of the year is reported as $100,000,- 
000, which was a gain of about $20,000,- 
000 over 1926. Approximately $6,000,- 
000 more business was written in 1927 
than was written in any other year of 
the company’s existence. December, 
which was President's Month, showed 
total production of $5,000,000. This was 
an increase of $600,000 over any other 
month of the year. 

For the year the Liberty Life, col- 
ored company, did a total of $5,077,793 
of paid for business as against $4,741,- 
939 for 1926. Production was evenly 
spread over the year. The principal new 
feature in the 1928 plans of the com- 
pany will be an intensive drive for in- 
dustrial business, Dr. M. O. Bousfield, 
president of the company, announces. 
It is the plan of the company to con- 
centrate first on Chicago for the indus- 
trial business and gradually spread out 
over the territory in which the com- 
pany operates, 

Victory Makes Good Gain 
Life, 


The Victory also a colored com- 


pany, licensed in March, 1924, paid for 
$6,915,000 in 1927 as against $2,743,541 
in 1926. The net increase in the 
amount in force was $5,001,704. Octo- 
ber, 1927, was the best month, total 
business being $1,033,163. During the 
year the company entered New York, 


Indiana, Virginia and Michigan. No 
changes in methods of obtaining busi- 
ness are in prospect for 1923, excepting 
that the company will concentrate on 
all the territory it covers and will stand- 
ardize its branch office operations. No 
expansion of territory is contemplated. 
The People’s Life showed a total paid 
for volume of $6,500,000 for the year. 
This was an increase of about $600,000 
over 1926. The company reports that 
it has in prospect for 1928 no expan- 
(CONTINUED ON PAGE 24) 
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NEW 
AGENCY 
CONTRACTS 


that will provide an entirely new 
basis of compensation and offer 
unique provisions for remunera- 
tion on renewing business are 
among the important changes in 
American Central practice effec- 
tive as of January 1,1928. These 
new appointment forms are par- 
ticularly designed to appeal to 
salesmen of ability and lasting 
ambition. They will be of little 
interest to men of any other type. 


GREATLY REDUCED 
PREMIUM RATES 
AND NEW FORMS 


also effective on January 1, 1928, 
will enable American Central 
fieldman to write more and better 
renewing business. Coupled with 
the unique agency contracts, 
these rates and new forms place 
American Central men in an un- 
usually advantageous position. 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Leg! Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 


























DR. ROCKWELL BEGINS 
LONG TOUR OF CANADA 


WILL TEACH IN 14 CITIES 





Nationally Known Life Insurance In- 
structor Will Travel from 
Coast to Coast 


Dr. Charles J. Rockwell, director of 
the Rockwell School of Life Insurance, 
has begun his second annual series of 
educational congresses under the aus- 
pices of the Canadian Association of 
Life Underwriters. This tour will take 
him from coast to coast and will include 
the following Canadian cities in the 
order named: Toronto, London, Ham- 
‘Iton, Vancouver, Edmonton, Calgary, 
Saskatoon, Regina, Winnipeg, Peter- 
are Ottawa, Montreal, St. John, Hali- 
ax. 

This series is an extension of the 1927 
series, the two forming a part of the 
educational plan of the Canadian asso- 
ciation to give the best possible instruc- 
tion to all of its membership by one of 
the leading insurance educators of today. 
Each congress is of three days dura- 
tion, during which a carefully prepared 
Program is presented and discussed by 
Dr. Rockwell and leading underwriters 
“n each city. 


School Tour Follows 


After concluding his Canadian tour 
Dr. Rockwell will begin the 1928 series 
of terms of the Rockwell School of Life 
Insurance. The first one will be held 
at Houston, Texas, beginning March 12. 
This will be the second term of this 
school to be held in that citv. Houston 
‘s the home of Guy MacLaughlin, vice- 
president and originator of the idea of 
the American College of Life Under- 
writers. Mr. MacLaughlin is himself a 
graduate of the Rockwell School, and 
probably because of his intimate ac- 
quaintance with it he has always been 
a staunch advocate of it. 

The Houston association, under the 
committee leadershin of J. H. Rose, gen- 
eral agent of the Reliance Life, is al- 
ready accepting enrollments for the 
term, both from local underwriters and 
others from other sections who are em- 
hracing this opportunity to secure in- 
truction. 

The second term will be at Cleveland, 
©... beginning May 14, being also by 
invitation to return. This term will be 
followed by terms at Chicago, for the 
fourth consecutive year and then at Cin- 
cinnati, making the 1928 calendar a repe- 
tition of that of 1927. 





TO HOLD MANAGERS’ MEETING 





Sun Life of Canada’s United States 
Office Chiefs to Lay Plans for 
Year at Louisville 





All continental United States mana- 
gers and the Hawaiian manager of the 
Sun Life of Canada will attend the 
company’s managers’ meeting at Louis- 
ville, Ky., Jan. 17-19. The company has 
32 United States agencies in 26 states. 
It is licensed but not yet operating in 
five states in addition to the 26. Rep- 
resenting the home office at the conven- 
tion will be the following: 

H. O. Leach, superintendent of agen- 
cies, United States department; J. S. Ire- 
land, assistant superintendent of agen- 
cies; J. B. Madon, assistant actuary; 
George W. Burke, chief of the mathe- 
matical department; G. W. McIntosh, 
inspector of agencies in the United 
States department, and A. V. Fortye, 
secretary of agencies of the department. 

The United States department had an 
unusually prosperous year in 1927, 
showing an increase of more than 100 
percent in paid-for business. The pur- 
pose of the Louisville meeting is to lay 
plans for operations in the United 
States in 1928. All agency assistants, as 
well as managers, will be present. 





PACIFIC MUTUAL LIFE 
HAS SUCCESSFUL YEAR 


COMPANY NOW 60 YEARS OLD 





Contemplate Plans for Having Eight 
Vice Presidents Travel in Field 
During Coming Year 





In a message to all representatives 
of the Pacific Mutual Life, President 
George I. Cochran praised the satisfac- 
tory progress in all departments and 
commended the past year as one of good 
average prosperity. Mr. Cochran stated 
that all indications point to an equally 
full share of prosperity and satisfactory 
business conditions in the coming year. 
In excess of 6% percent net earnings 
will be shown for 1927 on the mean in- 
vestment in assets of $120,000,000, de- 
spite low rates of interest. 

In an interview with Lee A. Phillips, 
executive vice-president, reference was 
made to the fact that the company will 
be 60 years old on Jan. 2, and to prop- 
erly celebrate the event representatives 
in the field will engage in a campaign 
which has for its objective the paid for 
production of $60,000,000 of life and non- 
cancellable insurance in the first six 
months of 1928. 


Increases Agencies 


Commenting on the agency organiza- 
tion that will undertake this task, Mr. 
Phillips said: “Eighteen additional 
agencies have been established in 1927. 
It is logical to foresee an increased busi- 
ness resulting in 1928.” The company 
had approximately 100 agencies, so that 
the new agencies represents an increase 
of about 18 percent, numerically. 

In reply to an inquiry as to the ratio 
of delinquencies in connection with 
mortgage loans, Mr. Phillips remarked 
last week: “There will be less than 
$1,000 delinquencies one day past due 
when this year ends.” With respect to 
foreclosures, his reply was, “There will 
be but one item of foreclosure.” 

In discussing development of the com- 
pany’s agency organization, Mr. Phil- 
lips had praise for Arthur Parsons, vice- 
president in charge of agencies, who de- 
voted three months last year to field 
work, establishing new general agencies 
and inspecting old agencies. The plans 
of the company contemplate having eight 
vice presidents in the field during the 
coming year, these executives spending 
several weeks at intervals visiting 
agencies and undertaking their intensive 
development, including attention to 
underwriting and salesmanship prob- 
lems, 

During the year the Pacific Mutual in- 
creased its capital to $4,000,000. The 
valuation of this stock at the current 
market price is approximately $34,000,- 
000. 


Approves National Savings Increase 


Commissioner Baker of Kansas has 
approved the application of the National 
Savings Life of Wichita for an increase 
in the capital, after the company agreed 
that the new stock should be sold at the 
highest price at which it sold the old 
stock. The company asked for author- 
ity to sell the new stock at the average 
price at which the old stock was sold, 
or about $27 a share. But some had 
been sold at $35 and the department re- 
quired that the new stock be sold at 
$35 before he would approve the amend- 
ment to the charter. The amendment 
has been approved by the state charter 
board with the restriction that the com- 
pany fully comply with the require- 
ments of the insurance department. 


International Life’s Gain 


The International Life reports that 
the past month was the best December 
in the history of the company. It closed 
1927 with well over $300,000,000 of in- 
surance in force. It has gained about 
$35,000,000 of insurance in the year. 


| 
| w& 
if | ® 
























































1908 a nuar y 6, 1928 _ P—— _ Live INSURANCE EDITION 

EAR mo / a ; - oT. 

OLD Sentinel Agencies 

7 are sure of a 

«=| | Happy and Prosperous New Year 
- IT Is GUARANTEED 

fer by their sales of the 

- All Time Personal Protection Policy 
i (Combined Life, Health and Accident Insurance) 

: 

‘ They are also supplied with: 

e Net Rate Non-Participating Life Policy Forms 
i Non-Cancellable Accident and Health Policies 
ob Home Office Direct Mailing Service 

=|| SENTINEL LIFE INSURANCE COMPANY 
3 HOME OFFICE KANSAS CITY, MO. 

that 














THE NATIONAL UNDERWRITER 


January 6, 1928 








If 





me" Saba 2 


fire came to your office 
today—would your 
records survive? 


HE most serious loss caused by fire in 
nearly every instance is the loss of records. 


Physical property is generally insured. 


If your records are destroyed, what is there 
to start from, what is there to work from in 
getting started again? 


There have been too many directors’ meet- 
ings held in the blackened ruins of burned 
buildings, trying to find just where things stand. 


Don’t let this happen to you! 


A GF Allsteel Safe is the best protection you 
can provide for your records—the nerves of 
your business.— And in addition to the fire 
protection, there is the added advantage 
of being able to place your safe at the point 
of use, just as you would a desk—and a GF 
Allsteel Safe is as movable as a desk. 


GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio - Canadian Plant: Toronto 


THE 


Branches and Dealers in all Principal Cities 


The GF Alisteel Line: Gotce + Filing Cabinets - Sectional 
a + Desks + Tables + Shelving + Transfer 
ases + 


Storage Cabinets - Document Files + Supplies 





SAFES 











=== Attach this coupon to your firm letterhead 





THE 


Please send me at once your booklet “Safeguarding Vital Records of Business."’ 


I cinco 


Address ..........-. 


GENERAL FIREPROOFING COMPANY, Youngstown, Ohio 











City. 






















DARBY DAY ADDRESSES 
‘UNDERWRITER’ SALESMEN 





ANALYZES SELLING QUALITIES 





Speaker Tells Trade Paper Representa- 
tives That Even Negatives May 
Be Put to Profitable Uses 





Darby A. Day, Chicago manager of 
the Union Central Life, was the guest 
speaker at the Thursday morning session 
of THE NATIONAL UNDERWRITER—“Rough 
Notes” annual sales convention, which 
was held in Chicago last week, Dec. 28- 
30. Mr. Day, who is widely known as 
a speaker and who willingly gives of his 
time and thought for the purpose of 
spreading the insurance sales message, 
willingly accepted the invitation to ad- 
dress the group of more than 30 insur- 
ance salesmen who do not sell insurance. 
Following an opening in which he ex- 
pressed surprise at the size of the organ- 
ization he was called on to address, he 


said: ‘ f 
“I believe selling must begin with 
oneself, no matter whether the selling 


is done over the counter, by mail, or on 
the street. One must be in the spirit 
of the thing. First, one must be sold 
on one’s merchandise. You can’t be sold 
on advertising if you don’t know what 
advertising does. 


Values Compared 


“Personally, I sometimes have difficulty 
in determining between the worth of one 
paper and another. One man tries to 
sell circulation, another prestige, and 
another the spirit of his organization. 
But in our own organization we tell our 
men they must get interested in the 
organization itself, its home office and 
branch personnel. Each of the men is 
a part of the machine, and there is none 
of you here who is not a part of the 
machine that is your own organization.” 

Mr. Day said that a man in any line 
of work must know his own potentiali- 
ties, and that he who does not know his 
potentialities does not know his or his 
organization’s worth. He said that ad- 
vertising men in particular must have 
personality, spirit, vigor and mentality. 
Energy, he said, can overcome laziness. 
He advised his hearers at this sales con- 
vention, as he does those at other sales 
conventions, to work on themselves first 
in order to attain at least approximate 
perfection. 

“There is a difference,” he said, “be- 
tween conceit and confidence, vanity and 
pride, awe and fear. A misunderstand- 
ing of terms sometimes makes us fail- 
ures. There is as_ much force in a 
negative as ina positive if the negative 
is proverly applied. If a man is aware 
of his negative qualities he can’use so 
much energy to overcome them that he 
converts them into positives and always 
can get results thereby.” 

With reference to the sale of adver- 
tising, Mr. Day said that there is no 
limit to the amount of advertising that 
can be done and therefore no limit to 
the amount that can be sold. He said 
that in his’ opinion there is too little 
publicity given in news columns of the 
insurance trade papers to the amount of 
insurance advertising the nation’s banks 
are doing. “Why,” he asked, “should 
banks and trust companies advertise in- 
surance? Because financially fit men 
patronize banks and banks want the 
indirect benefits of insurance.” He ad- 
vised his hearers to gather together all 
the bank advertisements of insurance 
they can find and show them to their 
prospects when they are selling in the 
life field 

He said in conclusion that if a sales- 
man programs his work, generates new 
ideas and thinks for himself, he soon 
will arrive at the place where he will 
need very little home office direction. 
He said that the man who does a good 
volume of business the year ’round with- 
out much home office direction ap- 
proaches a sales manager’s ideal of what 
a salesman should be. 





PRUDENTIAL PRESIDENT 
SEES GOOD YEAR AHEAD 


PREDICTS FURTHER INCREASES 





Edward D. Duffield Comments on Good 
Effects of Reduced Lapsation; 
Production Cost 





NEWARK, N. J., Jan. 5.—A predic- 
tion of further increases in the amount 


of life insurance to be written in 1928 
was made here today by Edward D. 
Duffield, president of the Prudential, 


when the was asked to comment on the 
outlook for the new year. His state- 
ment follews: 

“Life insurance faces 1928 with coni- 
dence and encouragement, in the belief 


that definite accomplishment will be 
made in all phases of the business. 
There is no reason to anticipate that 


there will be a diminution in the amount 
of new business secured. There is a 
reasonable expectation that it will show 
a substantial growth. 
Insurance Appeal Widens 

“The increases of recent years have 
been largely due to a realization by the 
insuring public of the ways in which 
life insurance may aid in the carrying 
out of individual plans and purposes. 
This has so widely broadened the scope 
of its activities as to make an ever in- 
creasing appeal. Formerly considered 
merely as a method to provide family 
protection, it has now become a vital 
factor in present-day civilization, and as 
its availability to meet current needs is 
more clearly understood, the demands 
for its service must proportionately in- 
crease. 

“Those responsible for the conduct 
and management of the life insurance 
business are giving as much or more 
consideration to the pre servation of the 
business now on the companies’ books 
as they are to writing new policies. 


Expense Rates Lowered 


“Constructive efforts toward conser- 
vation have borne fruit in lower expense 
rates and more efficient management. 
I believe that even greater development 
along these lines will evidence the prog- 
ress of the business in the coming year, 
and that the ambition of those charged 
with the management of this industry to 
furnish the greatest amount of protec- 
tion at the lowest possible cost commen- 
surate with safety will, to a degree, at 
least, be realized. 

“I think, therefore, we may fairly 
anticipate in 1928 an increased produc- 
tion, a reduced lapse rate and a lessen- 
ing cost. If these results can be at- 
tained, the year just opening should be 
a profitable one both for the insurer and 
the insured.” 


Preliminary Figures 

The preliminary statement of the 
Northwestern National Life shows new 
paid-for business last year $50,000,000, 
increase $6,000,000, or 13 percent; paid- 
for insurance in force $257,000,000, gain 
$23,000,000 or 10 percent; income $8,- 
500,000, gain 10 percent; assets $25,500,- 
000, increase $4,500,000. 

In 1927 the Reserve Loan Life issued 
$31,564,190 of new business, closing one 
of the best years in its history. Indica- 
tions are that the company has closed 
the year with approximately $85,000,000 
of insurance in force. 


Cornelius to Make Change 


Harry W. Cornelius, who ‘thas had 
charge of the insurance department of 
the stock brokerage house of Charles 
Sincere & Co. of Chicago, has resigned. 
Mr. Cornelius is regarded as an author- 
ity on insurance stock values. He is 
often consulted by those who desire to 
get an accurate slant on insurance 
stocks. Mr. Cornelius will announce a 
new connection in a few days. 
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PILOT LIFE MUST PAY 
THE ADDITIONAL TAX 


LOSES CASE ON ITS APPEAL 





United States Board of Tax Appeals 
Upholds the Commissioner of 
Internal Revenue 





WASHINGTON, D. C., Jan. 5.— 
Additional taxes of $26,369.63 assessed 
by the commissioner of internal rev- 
enue against the Pilot Life, Greensboro, 
N. C., as a deficiency in income and 
profits taxes for 1919, have been upheld 
by the United States Board of Tax Ap- 
peals, in ruling adversely on the com- 
pany’s appeal from the commissioner’s 
action. 

The company, in January, 1910, trans- 
ferred $98,815.56 from reserves in its 
report to the state insurance depart- 
ment for the calendar year 1918 so as 
to prevent the disclosure of a technical 
impairment in order to permit the com- 
pany to continue its business, this ac- 
tion being verbally authorized by the 
insurance commissioner. In its return 
to the Government for 1919, the com- 
pany claimed a deduction in the amount 
of $98,815.56, which it set aside in or- 
der to restore that amount which it 
had, by the permission of the insurance 
commissioner, taken from its reserve 
for deferred dividend policies in the 
previous year in the report to that of- 
ficer. 

It was contended by the company 
that since the amount was released 
from the reserve fund during 1918, when 
the amount was replaced in the re- 
serve fund it constituted an addition to 
the reserve fund required by law. The 
board, however, held that the amount 
was not actually released from reserves 
in 1918 as contemplated by the law but, 
if it had been so released, it would have 
been only the net addition to the re- 
serve fund, that is, the addition in ex- 
cess of the reductions, which could have 
been taken as a deduction in determin- 
ing net income. 


Charters Pig Club to 
Aid Insurance Sales 


HE Kansas charter board granted 

a charter last week to the Kansas 
Pig Club Association and thereby re- 
vealed a_ new plan for selling life insur- 
ance. The association is to organize 
small clubs in different sections of the 
state composed of boys 16 to 20 years 
of age. Each boy is to pay an en- 
trance ‘fee. Then he is to be given a 
pig, a policy of life insurance for $2,000 
and instruction in the handling of hogs 
for three years. 

The entrance fee is to pay for the pig 
and the first premium on the life insur- 
ance. The prizes on the best pigs and 
the increase in the number of pigs is 
expected to be sufficient to enable the 
boys to pay the remaining premiums 
and also show a profit. 

The plan is being developed by Ralph 
Marshall of Topeka, for some years ar 
agent for the Liberty Life. Mr. Mar- 
shall has declared that he has no con- 
tract with the Liberty Life for handling 
the business but owing to the fact that 
the attorney for the insurance company 
is also the attorney for the pig club 
and the long connection of Mr. Mar- 
shall with the company it is generally 
expected that it will get the business. 

The promoters of the plan have hit 
a snag in Commissioner Baker, who has 
written a letter declaring he will not 
approve the scheme as it has been pre- 
sented to him. He pointed out that the 
plan, as it had been explained to him, is 
simply a plan to sell life insurance. 
This, he believes, is a direct violation 
of the insurance code, which prohibits 
the offering of special inducements in the 
sale of life insurance. The association 
is organized to promote live stock 
breeding and encourage thrift in boys 


and instruct them in the handling of 
stock. 


UNIQUE REWARD FOR WINNERS 
Detroit Life Agents Given Airplane Trip 
to Cleveland by Vice-Presi- 
dent King 

A party 


tives, 
were guests of 


The 


Quinn. 


luncheon, 
afternoon. 


York. 








of Detroit Life representa- 
members of the Detroit agency, 
Vice-president Willard 
E. King on an airplane trip to Cleveland men. 
and return last week. 

This trip was a reward for special 
work on the part of the agents in No- 
vember, and it is believed that this is 
the first time that such a reward has 
been made to life insurance salesmen. 
accompanying Mr. King 
were John S. Cooper, E. F. Foley, Arago 
Guck, Frank S. Mack and Frank J. 
The party left the Ford Airport 
at 10:30 and arrived at Cleveland for 
returning to Detroit in the 


Home Life Agents’ Meeting 


The agency organization of the Home 
Life of New York will be held Jan. 18- 
19 at the Pennsylvania hotel in New 
The general agents’ association 
will meet the first two days of the week. 














2210 Park Avenue 


Dynamic Detroit Life 


Old enough to have established itself firmly among the 
most progressive life insurance organizations; yet young 
enough to maintain a personal interest in each of its agency 


These facts mean much to you if you contemplate enter- 
ing the profession of life insurance salesmanship or if you are 
seeking a new opportunity. 

Desirable territories available in the State of Michigan. 


DETROIT LIFE 


INSURANCE COMPANY 


‘“‘The Company of Service’ 


M. E. O’Brien, President 


Detroit, Mich, 









































ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 











Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 





A NEW YEAR’S 
RESOLUTION 


After another highly successful 
campaign with our popular 
Children’s Policies, the Royal 
Union Agency Force is enter- 
ing the year 1928 firmly re- 
solved to devote even more 
time in the development of this 
profitable prospect field. 


Our Juvenile forms are fast 
selling contracts. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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“ai NYLIC INCENTIVES and AIDS TO SUCCESS : 
: The Bullet: 
: MONDAY MORNING! E 
. For over 35 years, Monday has been Bulletin Day among ¢ 
.. Nylic Agents everywhere, the mailing of the Bulletin being S 
D timed to reach every agent from Maine to California, from © 
=, Canada to the Gulf of Mexico, on Monday morning. e 
5. s 
°. A punctual start for the week means so much! A fresh, $ 
.. constructive idea or an old one in a new dress helps to 8 
© begin Monday’s work promptly, and to carry on through an- ¢ 
. other six-days with energy and enthusiasm. $ 
. Every Monday morning Nylic Home Office renews its : 
Ke contact with the agent through the Bulletin, which carries 5 
% some helpful message derived from practical experience, force- iS 
4 fully and attractively expressed: : 
B A Word of Inspiration. ‘ 
5 A Plan of Systematic Work. * 
= A Sound Life Insurance Thought. cK 
FY A Story of Life Insurance Service. * 
s An Effective, Usable Sales Suggestion. e 
x! A Record of Some Fellow-Agent’s Success. $ 
: The cumulative effect of these .weekly Messages from : 
KE Nylic Officers who “talk the same language” as the agent, eS 
RI is stimulating to the individual and to the collective body of > 
5 agents. z 
3 s 
FI The Bulletin has become an institution. = 
2 Life-insurance-wise it is, for Nylic men, what his daily % 
FY paper is to the business man: he “couldn’t begin the day right % 
s without it.” % 
2 “Is it any wonder that, measured by 3 
2 usual standards, Nylic agents are ¢ 
5 industrious, persistent, satisfied - 
: and happy?” Ec 
1 || NEW YORK LIFE INSURANCE COMPANY | § 
; DARWIN P. KINGSLEY, President : 
2 346 BROADWAY, NEW YORK 3 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated pore ee Seat “ Maryland, 1882 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, President A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 








that National Underwriter want ads 


You've heard tt satd sre results-getters. THEY ARE! 
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NEW Low RECORD FOR 
MORTALITY LAST YEAR 


REPORT ON EXPERIENCE MADE 





Metropolitan Life Statistics for First 
Nine Months of 1927 Show Im- 
provement to Be Great 


NEW YORK, Jan. 5.—In its statis- 
tical report on the mortality experience 
for the first nine months of the year, 
the Metropolitan Life states that unless 
a markedly unfavorable turn is taken 
the final returns for the year will show 
1927 with a record low mortality. The 
Statistics have been completed only for 
the nine months, and they show the 
remarkable low death rate of 8.1 per 
1,000. There has been only one ap- 
proach to this figure, 8.2 in 1921. 

The company points out that even 
this does not fully indicate the improve- 
ment, as in 1921, no infants under one 
year of age were insured, while hun- 
dreds of thousands of these were in- 
sured last year, this being a group with 
a notably high mortality. 

The improvement has been consistent, 
only August showing an increase over 
the corresponding month of 1926. In 


1927 tuberculosis mortality decreased 
40 percent from the 1920 total and 8 
percent from the previous minimum. 


Influenza and pneumonia showed an im- 
provement and the only noteworthy 
mortality increased were shown for 
cancer and accidental deaths. 





HORSE INSPIRES LUTHER’S 
MESSAGE FOR NEW YEAR 





“Diamond,” a_high- spirited horse 
owned by K. A. Luther, vice-president 
of the Aetna Life, inspired a unique New 
Year’s message which was sent to all 
life general agents of the company. 

Contained in a yellow folder, the out- 
side of which bears a picture of the horse 
cantering through a meadow, the mes- 
sage praises the animal’s love of action, 
a “restless, let’s-get-started spirit.” 

“Somehow,” Vice-president Luther's 
greeting continues, “I admire Diamond’s 
impatience to be up and doing. He gets 
away, not slowly, clumsily, half-heart- 
edly, but with a fine display of dash and 
enthusiasm. He is action—all action— 
as he quits his stable, as he whisks 
through country lanes, and as he steps, 
none too willingly, into his stall. 

“Now, allowing for my pardonable 
high regard for my good friend Diamond, 
don’t you, too, sense the inspiration he 
gives me—the lesson he teaches? The 
eager, alert start; the lively, steady pace! 
The brisk trot! The confident, happy 
finish 

“A new year is before us. A new 
course to be run. Start it with action. 
Don’t for a moment slacken your pace. 
And at the end reach your goal satisfied.” 





Officials Plan Agency Tours 


Four of the junior home office execu- 
tives of the Pacific Mutual Life will 
make rather extended tours of the com- 
pany’s general agencies in the coming 
year. Laurence W. Morgan, assistant 
secretary and superintendent of the pol- 
icy department, will leave for a trip 
into the southwest some time in March. 
Cary Groton, assistant secretary, who is 
especially well versed in noncancellable 
insurance and other disability lines, will 
cover most of the southern agencies east 
of the Mississippi in April. Elmer S. 
Nelson, superintendent of field service, 
will visit several points in the north and 
as far east as Chicago, leaving for hig 
trip in May. D. C. MacEwen, junior 
vice- -president, will spend some time with 
the agencies farther east in the autumn, 
beginning his trip in October. In addi- 
tion, Vice-presidents Baker, Moore and 
Parsons and Junior Vice-president 
Woodbury will also make agency visits 
at various times through the year. 
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NORTHWESTERN MUTUAL 
LIFE AGENTS MEET 


SESSIONS ARE EDUCATIONAL 
Company’s Field Men From New Eng- 
land and Atlantic States Given 
Valuable Instruction 





NEW YORK, Jan. 5.—Agents of the 
Northwestern Mutual Life from the 
New England and middle and south 
Atlantic states met in annual conven- 
tion here Jan. 3-4. W. D. Van Dyke, 
president of the company, opened the 


first day’s session. E, H. Earley, Brook- 
lyn, responded. 
President William D. Van Dyke 


headed the home office delegation and 
made the opening address. His talk fol- 
lowed the general convention theme. 
He expressed thhe opinion that the next 
great development of the life insurance 
business will be an elaboration of serv- 
ice to the point that the public will 
realize the necessity of this great quasi- 
public service. Mr. Van Dyke also 
commented on the great volume of 
business written in 1927 by the eastern 
agents, $115,000,000, or one-third of the 
company’s total business. 


Earley Tells Experiences 


Ek. H. Earley of Brooklyn next spoke 
on “Working Mechanics,” giving some 
of his experience and methods as tested 
in the field. “Changing Prospects to 
Policyholders Through Programing” 
was discussed by Gustav C. Wuerth of 
New York, who told of the direct ap- 
plication of the service idea in this way. 
Mr. Wuerth also commented on the 
disability clause, saying some means of 
meeting this competition through a sub- 
stitute presentation must often be 
brought into use and suggesting a more 
standardized method of doing this. 


Discusses Business Insurance 


“Business Insurance” was the theme 
at the afternoon session Tuesday, Ralph 
E. Perry of the home office opening 
the discussion and Royal S. Goldsbury 
of Pittsburgh directing a “Business In- 
surance Clinic.” 

Wednesday’ s session opened with an 
address on “Vision and Opportunity” 
by Charles H. Parsons of the home of- 
fice. Several brief sales talks followed, 
on various phases of field work, given 
by I. Harry Harris of Newark, Alber! 
P. Sherman of Poughkeepsie, F. A. 
Cowan of Tannersville, Horace Foster, 
Jr., of Pittsburgh and Frank A. Thomas 
of Brookiyn. 

The morning session was devoted en- 
tirely to the newer agents. While the 
entire convention was for all delegates, 
this session was by, of and for the 
new men who qualified for the meeting. 
It was opened and closed by a home 
office speaker, the intervening time be- 
ing devoted to sales talks by those who 
were for the first time in attendance 
at a company convention. 

Charles H. Parsons of the home of- 
fice opened the session with a talk on 
“Vision and Opportunity.” Mr. Parsons 
was celebrating on this day his 30th 
anniversary with the company, and in 
his talk viewed the past quarter cen- 
tury in retrospect. The remarkable 
progress and growth of life insurance 
in these years was not only stressed as 
a picture of development but-as an il- 
lustration of the opportunities now open 
for new men. Mr. Parsons cited the 
estimate that 1950 will see $35,000,000,- 
000 in force and he asked the new men 
to look into the future and plan as to 
their share of this great new business. 

Percy H. Evans, actuary at the home 
office, concluded the session with a 
picture of life insurance. As he be- 
lieves it essential to properly approach 
success, he said that knowledge and 
skill of application are essential, but 
possibly over-emphasized to the detri- 
ment of the more important factor of 


(CONTINUED ON PAGE 25) 
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NON-MEDICAL LAPSES 
MODERATE IN CANADA 





Ratio Differs Slightly With That 
for Regularly Examined 
Business 


EXPECT A HIGHER FIGURE 





Policy Size and Holder’s Age More In- 
fluencing Factors Than Lack 
of Examination 





Some interesting information has been 
uncovered since a statement appeared 
recently in THE NATIONAL UNDERWRITER 
saying that the Canadian companies 
were concerned over the high lapse ratio 
on non-medical policies. It was said 
that the policyholder did not value his 
non-medical policy as highly as if he 
had been put through a rigid examina- 
tion, as in times of financial stress he 
would feel that he could let the policy 
go, as it was so easy to get another one. 

Very few figures are available regard- 
ing the lapse ratio on non-medical poli- 
cies in Canada, but W. H. Somerville, 
general manager of the Mutual Life of 
Canada, gave some figures showing that 
the lapse ratio on non-medical business 
in his company in 1926, on the business 
written in 1925, was 50 percent greater 
than for the total business. Mr. Somer- 
ville also gave some figures showing the 
growing popularity of the non-medical 
policies. The ratio of non-medical to the 
total issue has increased from 4.11 per- 
cent in 1923 to 8.71 percent at the end 
of the first seven months of 1927 for his 
company. 

Experience Exceptional 

The Mutual Life of Canada’s experi 
ence differs, however, from that of mos‘ 
company men who say that the lapse 
ratio is not noticeably more on a 
ined business than that on examined, 
has been pointed out that it is natural he 
expect a higher lapse ratio on non-medi- 
cal business because only the lower ages 
are accepted in this class and amounts 
written are small. There is always a 
higher lapse ratio on the regular busi- 
ness at the lower ages and on small 
amounts. People who take large sums 
of insurance are from the better classes 
and know the value of it. 

Holders of smaller policies are more 
likely to be thrown out of work in times 
of business depression. 


True Comparisons Difficult 


No true comparisons can be made of 
the lapse rate in any particular year on 
account of varying economic conditions 
in the country. The prosperity of the 
country greatly determines the lapse 
ratio regardless of the class of policy. 
It has been found also that the lapse 
ratio on regular business in rural dis- 
tricts is usually greater. Since most of 
the non-medical business in Canada is 
written in rural communities, the lapse 
ratio is expected to be higher. The de- 
mand for unexamined insurance was 
been created because of the difficulty 
of making medical examinations in less 
populated districts. 


Increases Production 


Although there are no exact figures 
given, it is the opinion that the non- 
medical policy helps production consid- 
erably and there is a large amount of 
business which is obtained under the 
non-medical plan which would not 
otherwise be procurable. It is also said 
that people can buy non-medical policies 
so easy that they are not thoroughly 
sold on them and this reflects somewhat 


(CONTINUED ON PAGE 28) 
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LLINOIS LIFE INSURANCE CO. 


crHicace 














KANSAS 


In each one of these States we 
territory. 


KANSAS 


i 
JAMES W. STEVENS, Founder 


ILLINOIS 
MICHIGAN 


can offer some splendid 
Either rural or urban. 


We offer three types of contracts. 


A district agency contract with liberal commis- 


sions and renewals— 


A district manager’s contract with part com- 


mission and part salary — 


A district manager’s contract on salary basis— 


In your letter please state the line of work in which you 
are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 
James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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GET ON THE 


Union Central Band Wagon 
WITH 


The DARBY A. DAY 
Agency Corporation 


If you have never experienced the inspiration and the drive 
which an organization such as ours gives you, “hop aboard” 
and get that full measure of success to which you are 


entitled. 
WE HAVE 


(The largest and most completely equipped Agency 
Plant in the world. 


The first and only Co-operative Agency in the Life In- 
surance business, where every agent has the oppor- 
tunity to share in the profits of the Agency. 


H JAn organization second to none, fully equipped to 
render you all the assistance you may need: Inspira- 
A tion, Sales Suggestions, Ammunition, Illustrations— 


or what have you? We have “IT!” 


A large corps of high-grade, successful salesmen who 
are spreading the gospel of Life Insurance and the 
protecting arms of the UNION CENTRAL throughout 
{this great City of Chicago. 





WE WANT 


MORE MEN. 
SALESMEN. 


MEN who have made a success but want greater 
success. 


W MEN who have sold Life Insurance but who want to 
4 sell BIGGER and BETTER Life Insurance. 


A MEN who have never sold Life Insurance, but who 
know they can. 


N MEN who are capable of earning from $6,000 to $50,000 
a year. 


T TWO-FISTED MEN who would like to be with a 
LTWO-FISTED ORGANIZATION. 


AND 


BROKERS and LIFE AGENTS—we want your sur- 
plus lines or any business you can properly give us. 





Come in and see us in our new home 
or 
Communicate with 


Darby A. Day 
Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 

















INTERNATIONAL LIFE HAS 
DIRECTOR OF EDUCATION 


J. B. WOOD GIVEN NEW POST 





Has Been Inspector of Agencies for 
Company for Past Three Years, With 
Wide Life Insurance Experience 





The International Life has announced 
the promotion of J. B. Wood, for the 
past three years inspector of agencies, 
to the newly created post of director of 
education. In his new position Mr. 
Wood will conduct traveling schools for 
the training of agents and prospective 
agents at the various branch offices and 
general agencies of the company. He 
will also prepare a special correspond- 
ence educational training course and 
have charge of the compilation and dis- 
semination of other selling literature of 
the agency organization of the Interna- 
tional Life. 

Mr. Wood has had considerable ex- 
perience as a personal producer and also 
as a general agent and company execu- 
tive. For 18 years he was general agent 
for the National Life U. S. A. at At- 
lanta, Ga., and Little Rock, Ark. Later 
he joined the Bankers Life of Des 
Moines as a general agent and for three 
years was regional sales director for 
that company in New York. 

Prior to entering insurance Mr. Wood 
was an associate professor at the 
Georgia School of Technology. In his 
college days he was a star football 
player, being the captain of the first 
football team of Centre College, which 
has since became famous as the “Pray- 
ing Colonels.” He was also a member 
of Walter Camp’s celebrated Yale team 
of 1892, which won 13 games without 
using a substitute player. Vance Mc- 
Cormick, later chairman of the Demo- 
cratic national committee, and Frank 
Hinkey, reputed to have been the great- 
est end in the history of American col- 
lege football, were other members of 
the Yale team. 


Globe Life’s Record 


The Globe Life of Omaha, organized 
by officials of the Woodmen of the 
World, from Nov. 28, when the company 
started to write business, to Dec. 27, 
wrote $1,600,000 of life insurance. At 
that time there were many applicants 
awaiting medical examination, according 
to W. A. Fraser, president. 

The company has already been ad- 
mitted to Nebraska, Mississippi, Texas, 
Arkansas, West Virginia, Delaware, 
Maine, Kansas, Florida and the District 
of Columbia. 

“In a short time we hope to sell insur- 
ance in every state in the Union,” said 
Mr. Fraser. “Some of the states have 
laws which prohibit a new company 
from selling insurance until after it has 
been established for two or more years. 
That is the only thing that is preventing 
us from attaining a nation-wide organi- 
zation this year. Our aim is to write 
$100,000,000 worth of life insurance in 
1928.” 


Dividends Stimulate Agents 


NEW YORK, Jan. 4.—Interest and 
dividend payments disbursed by the cor- 
porations of the country the first of the 
year, according to estimates by local 
financial houses, exceed $750,000,000, 
eclipsing all previous records. Although 
general business was spotty in 1927, be- 
ing notably poor in some sections and 
in particular lines of industry, the busi- 
ness world as a whole was in a prosper- 
ous condition, and at this writing prom- 
ises to continue so for an indefinite pe- 
riod. 

The unusually large dividend pay- 
ments should materially aid in the sale 
of life insurance during the present 
month, and alert agents have already 
laid plans for an intensive drive for new 
business because of them. 





McCULLOCH NEW HEAD 
OF SYLVANIA COMPANY 


COMPANY TO BE REVAMPED 


Former Insurance Commissioner and 
Deputy in the Pennsylvania De- 
partment Enters New Field 


Samuel W. McCulloch, former Penn- 
sylvania insurance commissioner, has 
been elected president of the Sylvania 
Insurance Co. of Philadelphia. Mr. Mc- 
Culloch was a veteran in the insurance 
commissioners’ ranks when he retired 
from office through political contingency. 
He was one of the best known men 
among the supervising officials and had 
the confidence of everyone. For many 
years he was deputy in the department 
and later was appointed commissioner. 
Mr. McCulloch is a brother of Joseph C, 
McCulloch, president of the Union 
Bank & Trust Company of Philadelphia, 
who was a member of the board of the 
Sylvania. An underwriter for the com- 
pany has not yet been selected, but 
Clarence R. Jones, spokesman for the 
board, said that a number were under 
consideration. Present plans contem- 
plate doubling the capital to $400,000, 
but no action has been taken. 


Large Policy Written 


A $500,000 policy was written recently 
in Chicago on the life of Samuel E. 
Schulman, a building contractor. Louis 
A. Breskin, assistant manager of the 
Kellogg agency of the Equitable Life 
of New York in Chicago, wrote the busi- 
ness. The Equitable accepted $197,000 
of the risk, the John Hancock Mutual 
$150,000, the Mutual Life of New York 
$100,000 and the Home Life $53,000. 
Part of the insurance is convertible term 
and the remainder ordinary life. It is 
understood that the term policies will be 
changed to permanent form within two 
years. 


Span of Life Increases 


The average span of human life has 
increased to 59 years, according to a com- 
pilation made by the Pennsylvania de- 
partment of health. A comparison is 
made with the 16th century, when the 
average length of a human life in Geneva 
was 21 years, according to historical re- 
search. Since that time there has been 
a gradual increase. From the 16th to 
the 17th century the span of life in- 
creased from 21 to 26 years, thence the 
following century to 34 years and grad- 
ually upward. In 1919-20 in the state 
of Wisconsin the average length of life 
was 59 years, and it is accepted as a 
criterion for the world as a whole. The 
steady improvement of living conditions 
and the development of medical science 
involving methods of combating and 
controlling diseases all have a tendency 
to increasing longevity. 


Purchases Empire Mutual 
R. S. Tiernan, president of the Cen- 


'tral Life of Fort Scott, Kan., has pur- 


chased the Empire Mutual Life of 
Washington, D. C. It has $100,000 cap- 
ital. Mr. Tiernan has purchased the 
entire issue. He will move the head- 
quarters to Kansas City, where he will 
operate it. The Empire Mutual started 
in Kansas City, operating a number of 
vears before removing to Washington. 
It has $3,500,000 insurance in force and 
assets of about $300,000. 


Organize “App-a-Week” Club 


The International Life has organized 
an App-a-Week Club. An agent who 
produces an application each week for 
13 weeks will receive a bronze lapel 
button, for 26 consecutive weeks of pro- 
duction a gold lapel button, for 39 
weeks a pair of gold cuff links. and for 
an “app” a week for one year the award 
will be a gold watch. 
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PENN MUTUAL LIFEIS _ 
TO EXPAND AGENCIES 





Hugh D. Hart, Vice-President, Has 
Completed Plans for Aiding 
in Agency Growth 





MEETINGS ARE SCHEDULED 





Five Regional, Gatherings Will Be Held 
to Help General Agents Increase 
Field Staffs 





The Penn Mutual Life’s agency ex- 
pansion plans have been completed and 
Vice-President Hugh D. Hart and other 
members of the home office staff will 
present them to the company’s general 
agents at five regional meetings to be 
held in February and in the first days 
of March. Each meeting will be of 
three days’ duration and will be attended 
by President William A. Law, and the 
necessary members of the home office 


staff. 

The agency expansion program is far- 
reaching. The general agents will be 
supplied at these meetings with tested 
methods for finding agent prospects and 
for turning the desirable ones into appli- 
cants for contracts. The new educa- 
tional system will be thoroughly ex- 
plained. Additional methods for procur- 
ing new business will be shown. Im- 
provements in agency management, de- 
signed to create uniformity of system 
and routine, will be detailed. 


1928 “Agency Building Year” 


The Penn Mutual is calling the new 
year “Agency Building Year,” and it is 
expected that the general agents will 
immediately on returning to their homes 
begin to put the new plans into opera- 
tion. There will be a careful check-up 
all along the line from month to month. 
The agency expansion is to be numer- 
ically by bringing in new agents, and 
educationally by increasing sales power 
through the educational course. The 
company’s field organization in recent 
years has made many forward strides. 
These new plans of Mr. Hart, it is ex- 
pected, will give new and strong im- 
petus to progress. 

The first meeting will be held at At- 
lanta, Feb. 6-8. Invitations have been 
sent to the 20 general agents in that 
region. The second meeting will be in 
Philadelphia, Feb. 13-15, for the eastern 
general agents. The third meeting will 
be in Chicago on Feb. 27-29, and the 32 
general agents in that territory have 
been invited. The fourth meeting will 
be at Kansas City, March 1-3. The 19 
general agents in that field have been 
invited. The fifth meeting will be at San 
Francisco March 8-10, for the 12 west- 
ern general agents. 


Tennyson Heads General Agents 


William H. Tennyson, general agent 
of the Mutual Benefit Life, has been 
elected president of the General Agents’ 
Association of Indianapolis and Elbert 
Storer, state agent of the Bankers Life 
of Iowa, vice-president. Mansur B. 
Oakes was reelected secretary-treasurer. 


S. Herbert Wolfe Dies 


Gen. S. Herbert Wolfe, well-known 
actuary of New York, who was active 
in the preparation of the war risk in- 
surance act, died suddenly at the Mount 
Sinai hospital in New York on New 
Year's Eve. Mr. Wolfe had been in bad 
health for over a year, though it was 
stated that his death is not believed to 
be due to the wound he received in 1926 
when he was stabbed. Mr. Wolfe was 





long active as an actuary, having served | 
at one time as actuary for the Connecti- 
cut insurance department. He fre-, 
quently was called on for expert testi- 
mony and was an insurance lecturer in 
university courses. He was 53 years old 
and had an actuarial office with his 
brother in New York. 


Northern Assurance Group Policy 


Arrangements have been made by the 
Northern Assurance of London whereby 
all United States employes of the com- 
pany are insured under a contributory 
group policy in the Metropolitan Life, 
the amount per person depending on the 
salary received and being available after 
six months’ service. The total will be 
$325,000. 


Travelers New Broadcasting Manager 


James F. Clancy, formerly manager 
of Poli’s Capitol Theater in Hartford, 
has been appointed broadcasting man- 
ager by the Travelers. The former 
manager, H. S. Billings, resigned Jan. 1 
to return to western New York, where 
he will probably again enter the agency 
business. 

The Travelers has a very elaborate 
broadcasting station, known as WTIC, 
and it is the plan to have it continue in 





a high class capacity. 








The Liberating Highroad 


Byroads may be peaceful pathways, but they do not 
lead. to ambitious destinations. Fear keeps many from 
joining the great procession that moves along the highway 
to success. They mistakenly fear they lack ability, and! 
they shelter themselves in a salaried position whose future 
is not satisfyingly bright. Life insurance salesmanship is 
a liberator of such men. Cast out fear, have faith that you 
are as capable as other men, learn how fine an opportunity 
life insurance provides, and then leave the byway for this 
highway on which thousands and thousands are happily 
and safely traveling. 

Confer with the nearest Penn Mutual General Agent, 
or write direct to our Home Office, if you are ambitious, in- 
dustrious, and desire success. 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 
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“Easy to read, 
buyer of “Easy Lesson: 
National Underwriter Co . 1363 I Exch Chicago. 





easy to digest, easy to remember, easy to put at work making dollars for me’—thus writes « 
s in Life Insurance.” a text and review book with quiz supplement. 61.56 The 
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Medical. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Il, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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198 PEOPLE 


198 PEOPLE in the Home Office of the Pan- 
American Life have had it deeply 
impressed upon them that the 
Agency Organization is the life 
blood of the Company. 


198 PEOPLE in the Home Office of the Pan- 
American Life realize that their first 
duty is to the agent—to the man in 
the field whose production makes 

.their position possible. 


198 PEOPLE in the Home Office of the Pan- 
American Life are striving day after 
day to make the work of our repre- 
sentatives easier and their produc- 
tion bigger. . 


All of which is just another reason why the Pan- 
American Life is a good Company to be associated 
with. 


Pan-American Service includes — 

Educational Course 

Individual Sales Planning 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and Health Policy 

Substandard Insurance for Under-Average Lives 

Group Insurance 

All Forms of Accident and Heaith Insurance 
We have a few attractive general agency openings 
for men not at present attached, who measure up to 


Pan-American ideals. 


E. G. Simmons 
Vice-President and General Manager 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis 
President 

















KANSAS CITY LIFE’S 
STATE MANAGERS MEET 





45 REPRESENTATIVES ATTEND 





President J. B. Reynolds Opens Session 
—Results in 1927 Announced 
as Satisfactory 





KANSAS CITY, MO., Jan. 5.—The 
Kansas City L ife held its regular annual 
state managers’ meeting at the home of- 
fice Jan. 2-3. The meeting was for the 
purpose of discussing plans and organ- 
izing campaigns for 1928 business. 
Forty-five state managers were in at- 
tendance. 

President J. B. Reynolds opened the 
meeting, expressing himself as satisfied 
with the results of 1927 business, when 
the company wrote about $100,000,000 
of new business. It was announced that 
there were to be no changes in the plans 
to be pursued during 1928, other than 
to expand and build along the same lines 
which were satisfactorily followed in 
1927. 

Four New Contracts Issued 


Four new policy contracts were an- 
nounced: a life income at age 60; a 10- 
pay, 20-year endowment; a 10-pay, 30- 
year endowment, and a 20-pay, 30-year 
endowment. It was announced that non- 
medical business has been enttirely sat- 
isfactory, and no change is to be made 
in this type of busines. The mortality 
on nonmedical compares very favorably 
with that of the medically examined 
business, it was said. 

Two of the state managers of the 
company each produced over $1,000,000 
in personal paid-for business during the 
past year, in addition to fulfilling their 
duties as state managers. W. G. 
Hunter of Utah produced a_ personal 
business of over $1,000,000 and con- 
ducted an agency with over a $3,000,000 
production. Bayard Judd, joint state 
manager of California, wrote over 
$1,000,000 in personal business. A ban- 
quet concluded the meeting. 


G. I. Cochran Gives Library 


George I. Cochran, president of the 
Pacific Mutual Life and also president 
of the board of trustees of the Univer- 
sity of Southern California, recently 
presented the university library with 500 
volumes from the library of his father, 
the late Rev. Geo. Cochran. Dr. Coch- 
ran was the first pastor of the Metro- 
politan Church of Canada. In 1872 he 
organized the Canadian Methodist Mis- 
sion in Japan znd was for many years 
its director. It was at this time that 
he collected a large library of books re- 
lating to Japan, many of which are now 
out of print, which are included in this 
gift by his son. 


Pittsburgh Manager Entertains 


A. E. Demilio, manager of the Pitts- 
burgh branch of the Ohio State Life, 
entertained the members of his agency 
at a dinner a few evenings ago, among 
the guests being W. Scott Boyenton of 
Columbus, superintendent of agencies. 
Each agent accepted a new quota for 
January and February. January is being 
observed as Conservation and Thrift 
Month by the Ohio State Life. 


Allen D. Lichtig General Agent 


Allen D. Lichtig, general agent of the 
Wisconsin National Life of Detroit, has 
been appointed general agent for the 
National Life of Canada in Wayne 
county under Manager Ivan D. Wal- 
lington. 





J. O. Baillargeon 


The Sun Life of Canada has opened 
a new branch in Montreal, with J. O. 
Baillargeon as manager. He is promi- 
nent in the business life of Montreal, 
having been branch manager of the 

















Canadian National Bank. 


PUBLIC LIFE POLICIES 
NOT YET TRANSFERRED 


SOME REFUSE TO PURCHASE 





Illinois Insurance Department Has Not 
Found Buyer for the Business 
of This Company 





Director of Trade and Commerce H. 
U. Bailey of Illinois has been unable so 
far to dispose of the business of the 
Public Life of Chicago, which was 
closed by the department on account of 
impairment and is now being liquidated. 
Mr. Bailey desires to conserve the inter- 
ests of the policyholders. He states there 
are ample assets to protect the reserves, 
although the biggest item among the 
holdings is the home office building on 
West Washington boulevard, which he 
estimates is worth about $300,000. Most 
companies, in looking over the Public 
Life business, hesitate to assume the 
liability and have on hand a building 
which may be difficult to dispose of. The 
Metropolitan Life and Western & South- 
ern Life both looked over the business 
to see if they could handle it. An at- 
tempt was made by some of the direc- 
tors to organize a new company and 
reinsure the business, but this project 
has been abandoned. There have been 
some offers to take over the business, 
not as direct reinsurance, but Director 
Bailey is not satisfied with the plan sug- 
gested. He is now casting about for 

ther offers. 


Travelers Had Big Year 


The Travelers experienced another 
billion-dollar year of new life insurance 
on a paid-for basis last year. The total 
premium income for the Travelers, 
Travelers Indemnity and Travelers Fire 
was over $174,208,000. The total income, 
including investments, was $198,690,000. 
Life premiums were $91,825,000, gain 
$7,992,000; accident and health premiums 
$14,340,000, gain $265,000. 


Mutual Benefit Convention 


The Mutual Benefit will hold its 
agents’ convention at the home office 
in Newark, N. J., March 8-9. 


Is Now American Life 


The American Life Reinsurance of 
Dallas, Tex., has changed its name to 
the American Life of Dallas. Inasmuch 
as the company is now doing a direct 
as well as reinsurance business in some 
sections, the name “Reinsurance” be- 
came a misnomer. A. C. Bigger, presi- 
dent of the American Life of Dallas, is 
one of the well-known figures in life 
insurance who has made a great success 
of his company. 


Gives Time to Pensions 


The work of Russell O. Hooker 
newly appointed assistant actuary of the 
New York department, will be chiefly 
in connection with problems arising in 
the examination of pension systems and 
of life companies. A native of Water- 
town, where he was born 30 years ago, 
Mr. Hooker, following graduation from 
Cornell University, was for several 
years in the statistical service depart- 
ment of the Library Bureau of Canada, 
subsequently joining the actuarial staff 
of the Sun Life of Montreal. Still later 
he was assistant actuary of the Massa- 
chusetts department. 


Ohio Tax Case Up Jan. 7 


The hearing of the suit brought by the 
Metropolitan Life, acting for itself and 
other life insurance companies, to pre- 
vent the collection of the additional “% 
of 1 percent tax, which was provided at 
the session of the legislature last winter, 
is to come up before the common pleas 





‘court in Columbus Jan. 7. 
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MORE LIBERALITY ON 
LICENSING SUGGESTED 


THREE STATES ARE CRITICISED 


District Examination Points Would Be 
Aids to Applicants in Connecti- 
cut and Massachusetts 


Rules to the effect that applicants for 
agents’ licenses must in Pennsylvania, 
Connecticut and Massachusetts take a 
general examination have caused much 
discussion and not a little ill feeling in 
the east, and have caused company ex- 
ecutives to give attention to bringing 
about modifications of the rules for the 
benefit of potential agents and therefore 
for the companies. One official recently 
proposed modifications in the rulings 
as follows: 

In Connecticut every “first-time” ap- 
plicant must take a written examination 
at Hartford, either for a class of com- 
pany or for a specific line of business. 
Against the examination as such there 
is no objection, since it is to the inter- 
est of every insurance man now in the 
business and of every commissioner to 
elevate the standard of the men repre- 
senting the business to the public. But 
representative Connecticut insurance 
men feel that establishment of district 
examination points would be a great 
convenience to all applicants and all 
companies. Commissioner Dunham has 
this modification under advisement. 


Commissioner Commended on One Point 
— 
The Connecticut commissioner has 


been commended for permitting appli- 
cants to take the examination at the de- 
partment offices during business hours 
on any business day. The other states 
named above are not so liberal in this 
respect, and have been criticised there- 
fore. 





The Massachusetts department re- | 
quires applicants to appear at Boston 
or Springfield for examination for all 


lines written by a company or compa- 
nies or for certain specific lines in ac- 
cordance with “limiting papers” previ- 
ously filed by the applicant. Examina- 
tions are held only once a month, and 
if an applicant fails to pass he may not 
take the examination again until three 
months have elapsed. In Connecticut 
the applicant who fails may take the ex- 
amination again as soon as he feels he 
has obtained sufficient additional infor- 
mation to pass and can convince the de- 
partment of his increased knowledge of 
the business. 


Massachusetts Ruling More Liberal 


In Massachusetts renewals of license 
are granted without examination and 
original licenses are extended to cover 
additional companies of the same class 
when the agent has been licensed for 
such companies for two years preced- 
ing the request for the extension. 

Alterations in the Massachusetts reg- 
ulations as follow are suggested: That 
district examination points be _ estab- 
lished: that examinations be held more 
frequently than once a month; that ap- 
plicants who fail to pass the examina- 
tion be not penalized by being forced to 
wait three months before being permit- 
ted to try again; that the commissioner 
be granted authority to exempt from the 





requirements—as has been done in Con- 
necticut—such applicants as_ railroad 
ticket and baggage certificate agents, 


who are not insurance agents, but clerks 
handling the clerical details of contracts 
between railroad or steamship lines and 
other carriers and an insurance com- 
pany. 

District Points Established 


District examination points have been 
established in Pennsylvania, and exami- 
nations are held once every two weeks. 
First-time applicants may qualify either 
as life, fire or casualty agents, or as 
agents for any or all of these lines. Un- 
der present requirements, established 








GROUP MEETINGS ARE 
TO BE CONTINUED 


NUMBER WILL BE REDUCED 


Kansas City Life Agents in Various 
Parts of Country to Attend 
Educational Conferences 


KANSAS CITY, MO., Jan. 
group meetings of the Kansas City Life, 
which for the past several years have 
taken the place of the largest annual con- 
vention of the company, will be held 
this year during April, May and June. 
The number of meetings has been re- 
duced to eight from a much larger num- 
ber, and consequently each group meett- 
ing will include a larger 
agents. Between 100 and 150 will be 
the average attendance. Attendance at 
the group meetings will be based on a 
personal production of at least $50,000. 


Meetings Educational 


The meetings will be purely 
tional and will be conducted under the 





5.—The | 


number of | 


educa- | 


direction of the department of instruc- | 


tion of the company. Walter Cluff, 
pervisor of the department of instruction, 
with J. H. Barr, vice-president and su- 
perintendent of agencies of the company, 
will atend each of the meetings. 

The first group meeting will be held 
at the home office April 2-3. The 
ceeding schedule is as follows: Dallas, 


Tex., April 9-10; Birmingham, Ala.. 
April 16-17; Washington, D. C., April 
23-24; Columbus, O., April 30-May 1; 


Chicago, May 7-8; Denver, Col., 
14-15; San Francisco, June 4-5. 


Opinion on Medical Examination 


Attorney General Carlson of Illinois, 
in a recent opinion, expressed the be- 
lief that self-answered questionnaires 
are a rather poor substitute for a real 
medical examination in determining the 
physical fitness of applicants for life in- 
surance. 


“It appears to me,” the opinion said, 


Su- | 


suc- | 


May | 


“that it would be impossible to deter- | 


mine the physical condition of the ap- | 


plicant as to blood pressure and organic 
trouble by 
to a written questionnaire. A medical 
examination consists of a physical ex- 
amination of the applicant and not an 
examination of a questionnaire.” 

The opinion was in answer to a query 
from George Huskinson, superintendent 
of insurance, who pointed out that it 
is the practice of a number of companies 
operating under the assessment act of 


1893 to do away with a personal medical | 


the examination of answers | 


examination and substitute medical ques- | 


tionnaires. Mr. Huskinson also noted 
that the act of 1893 provides the certi- 
ficate of association shall state that med- 
ical examinations are required. He 
requested the attorney general to de- 
termine what constitutes a medical ex- 


amination. 
agents asking for additional licenses 
also must take an examination. It is to 


this feature of the rules that insurance 
men object, sayingthat an agency that 
is already established has of necessity 
fulfilled a requirement in the life of the 
community in which it operates, and 
therefore its personnel surely is quali- 
fied to conduct the business of the 
agenty properly. 


The official the 


who has proposed 
modifications enumerated above sug- 
gests also that the companies doing 
business in Pennsylvania request Com- 
missioner Taggart to modify the pres- 
ent ruling to the end that they may not 
be hampered in extending their agency 
connections in the state and that estab- 
lished agencies be permitted to continue 
to enjoy the privilege of adding compa- 
nies of the same class to their offices 
without being obliged to meet any ex- 
amination requirement. 


































































































































































































a 
—_ — —_ : — =-- 
_ miy # carit - 
— — r-_ ~~ —_ 
- j=|i— _ = 
—_—! —_ i 
BIRTHDAY REMINDERS DOT - ; 
= <= weTODOUOOdULL 
name a 
= nmaa, 
< 
Bu MMi dS 4008555 = = 
So ee —- |) = ss . 273 — ; 
_ = — 
t . 
7 
+ ‘ 
- T t + -= ; 
BT aes 
, arr 
| aumnees apenas 
~ a 
7 a= | ome | sos fe 
1 
: 4 
n 
“. ; - 
= 
cm ms 2 
= - 
ane | S25 = n a =— : TTD Se 
i a 
- - 
on 
nm 
T - + : 
i + —_ : 
- —— 























AARON: J- OARS 
DESIGNER OF THE 
INSURANCE pecs Ten 


Does the 


Whole 


Bookeeping Joh of 


and at the astonishingl 
Low Price of ping! 





EVER before 

have you had 
the opportunity of se- 
curing a record book 
which gives you 60 
much valuable infor- 
mation with the min- 
imum expenditure of 
effort and time and at 
such a low cost! 
Briefly, here is the in- 
formation which the 
Life Insurance Regis- 
ter enables you to have 
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at your finger tips: 


last word in 


Your client’s life insurance history 


at a glance. 


Total premium income each month. 


Birthday reminders daily. 


All the information ne@led to an- 
alyze your client’s life insurance his- 
tory can be secured in a moment. 
Run down the alphabetical tabs to 
that of your client’s. Open the 
Register and there before you is 
every bit of information needed to 
answer any of his questions—or to 
give you a complete picture of his 
life insurance history. What com- 

es his insurance is in—how it is 
semi-annually or 
quarterly — kind of insurance— 
amount—total disability—double in- 
demnity—name of beneficiary—te- 
newals—all this information at a 


pani 
paid — annually, 


glance. 


And it is remarkably easy, too, to 
keep tab of the birthday dates of 
your policyholder. An indexed rec- 


ACCURATE LOOSE LEAF CO. 


Yet because 


ord enables you to 
see at a glance just 
who have bi 
today or tomorrow 
or a week from to- 
day. Many success- 
ful life insurance 
sales have been made 
through the use of 
this one feature of 
the Life Insurance 
Register. 

Complete in every de- 
tail the Life Insur- 
ance Register is the 
life insurance records. 


of the large quantities 


being sold the price of the Life In- 


surance Record is lower than that 


of any other 


system! 


Of course, we cannot adequately de- 
scribe the Record to you here. 
Consequently we are anxious that 
you return the inquiry blank below 
so that we can send you complete 
details and sample sheets of this 
time-saving system. 


For Insurance Men who have a 
general insurance business of Fire, 
Life and Casualty we have devised 
a complete bookkeeping system that 
is the last word in completeness and 
up-to-dateness. All the records an 


agency needs—and at a ridiculously 


low price of $15.70, complete—we 


pay the postage. The coupon brings 
complete information. 


81 NASSAU ST., NEW YORK CITY 





Gentlemen: 


SD ] I conduct a fire, 


tion to purchase, 


FRAMED. oc cceccccccccces 





plete Bookkeeping System 


Accurate Loose-Leaf Co., 81 Nassau St., New York City 


(] 1 am interested in your system for keeping Life Insurance Records 
the understanding that 
sample sheets and complete details of the Léfe Insurance 
life and casualty business and am interested in your com- 
With the understanding that there is no obliga- 
please send me sample sheets and complete details. 


I am placed under no obligation, 


. State 


Register. 


With 
please send me 


@ 
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Agents and Selection of Risks 


Frank H, Davis, vice-president Egurt- 
ABLE Lire of New York, in his address 
before the AssdcraTION oF Lire INSUR- 
ANCE PRESIDENTS gave it as his opinion 
that life companies could benefit from a 
larger use of the agent’s services in the 
selection of risks. Many officials think 
because an agent has a commission at 
stake, his judgment is warped. They feel 
that he will let his own interests blind 
him to the interests of the company. 
Therefore, the home office may consider 
that the agent is disqualified to pass on 
the merits of a case. 

Mr. Davis in his observations said that 
he did not advise a home office to rely 
entirely on the judgment of the agent 
in the selection of risks. He does believe 
however that more confidence can be re- 
posed in the.judgment of agents. If the 
agent feels the responsibility for selection 
is partly on him, his attitude will be 
changed. All that he needs to do now 
seemingly is to present the business to 
the home office and let it do as it pleases 
regarding the taking of the risk. This is 
the way Mr. Davis put it: 

“The agent who is encouraged to be- 
lieve that his help is wanted will find out 
more about a case than he will if he feels 
that the matter of selection is entirely up 
to the home office, and that all he needs 
do is to present the business and then 
wait for home office action. As I say, we 
must leaven such changed practice with 
good judgment. Certainly, we should not 
let hope take the place of good judgment 
and depend on the agent for final judg- 
ment on the case. I believe it is right and 
proper, practical and helpful, to let the 
honorable agent understand that as he 
grows in experience, usefulness and de- 
pendability, he will be extended a larger 
measure of confidence by his home office. 
The way to bring out the best in men is 
to trust them as far as possible. 


“Virtue is not a corporate thing except 
as it reflects the pooled virtues of all the 
people who have contributed to the build- 
ing of that corporation. I believe the 
assumption, which is not intended, per- 
haps, but which is often indicated in home 
offices, that there is such a thing as geo- 
graphical virtue, is not only wrong but 
harmful. Our agents know that virtue is 
not necessarily found only in certain de- 
grees of latitude. Virtue is found in an 
attitude—an attitude of mind and heart 
which reposes in the consciences of men 
and women and conceivably may be just 
as prevalent a thousand miles away from 
the home office as in the home office itself. 
I believe if agents were made more and 
more to feel that the function of home 
offices is to serve policyholders and agents, 
and that people generally in the home of- 
fices appreciate that in most instances the 
best and most useful way to serve a poli- 
cyholder is through the agent, such atti- 
tude would tend to tremendously hearten 
and stimulate and enthuse our agents and 
thereby increase their productivity and 
usefulness, not only to the institutions 
which they represent but to the people 
whom they are trying to serve. 

“In what I have said I have tried, but 
have perhaps only succeeded in haphazard 
fashion, to advocate a closer cooperation 
between hom@ office and field. I have tried 
to make audible the feelings of many 
agents themselves that in this highly ma- 
terialistic age, when things rather than 
men are being emphasized, we might prof- 
itably stop and take stock, whenever we 
can find the time to do so, of the human 
factor in our business. I like to think, and 
I am encouraged to believe that you agree 
with me, that most good men like to be 
trusted—placed upon honor. And the per- 
centage of such men that disappoint us 
when we do just that is surprisingly 
small.” 


Illustration of Tax Payment 


Tue use of life insurance in the pay- 
ment of taxes is brought out in the an- 
nouncement of the estate of the late 
Joun R. THompson, well known res- 
taurant man of-Chicago, which amounts 
to $8,807,704. The Illinois state inherit- 
ance tax was fixed at $642,709. Most 


of the estate consists of a holding cor- 
poration through which Mr. 
did his investing. 


THOMPSON 


The estate of Robert McElwee, lum- 
berman of Lake Forest, Ill., had to pay 
an inheritance tax of $342,858. Mr. 
McElwee, who died last June, left an 
estate valued at $3,483,078. The widow 
was the chief beneficiary. 

Life insurance naturally comes into 
play where large amounts are required 
for tax payment, and many agents sell 
on this point. 





| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














Expressions of sympathy are being 
conveyed by the life insurance fraternity 
in Milwaukee to Hillis C. Rhyan, Wis- 
consin manager for the Guardian Life, 
whose mother died Dec. 23 at his home 
there. She had been in ill health for a 
long time and had gone to Milwaukee 
to live with Mr. Rhyan about a month 
ago. 

David McCullouch, manager for the 
National Life U. S. A. at Los Angeles, 
committed suicide at his home there 
Dec. 27. Mrs. McCullouch said worry 
over his health and financial matters had 
prompted the act. 

Mr. McCullouch was an agent in Mil- 
waukee for the Equitable Life of New 
York prior to the war. He did not re- 
turn to Milwaukee from the army, but 
was assistant manager in Chicago for 
the company and later became manager 
in Philadelphia. Two years ago he 
joined the National Life at Los An- 
geles as manager. 

His widow is the daughter of Carl 
Joys, who was president of the old 
Vance-Joys insurance agency at Mil- 
waukee. 


Danford M. Baker, Jr., and Ruther- 
ford D. Moore of Los Angeles, after two 
successful years in the life insurance 
business, decided to give up their part- 
nership arrangement and to go it alone 
as individual producers for the Pacific 
Mutual Life. The fathers of these young 
men are vice-presidents of the Pacific 
Mutual Life, Danford M. Baker, Sr., 
and C. I. D. Moore. For the two years 
Mr. Baker and Mr. Moore have been 
associated they have paid for more than 
$5,000,000 of business. They have been 
contributors to various insurance jour- 
nals on selling life insurance. 


At the December meeting of the di- 
rectors of the Union Trust Company of 
Detroit, John A. Reynolds was elected 
vice-president of the company. Mr. 
Reynolds is known to life insurance men 
in the United States and Canada for his 
outstanding initiative in bringing about 
the cooperative program which has re- 
sulted in the development of the life in- 
surance trust idea. Mr. Reynolds has 
addressed the Association of Life 
Agency Officers, the annual gathering 
of life underwriters, and many agency 
conventions, and he generally is looked 
upon as an authority on the life insur- 
ance trust program. All of his friends 
in the life insurance business rejoice in 
the recognition which his efforts have 
received at the hands of the Union Trust 
Company directorates. 


Hugh E. Reynolds, secretary of the 
Indiana Insurance Federation, will have 
a prominent part in the promotion of 
Indiana Insurance Day, Jan. 24. ?. 
Reynolds succeeded Joseph G. Wood as 
secretary of the federation when the 
former resigned to become manager of 
the investment department of the Amer- 
ican Central Life. Mr. Reynolds is a 
graduate of the law school of the Uni- 
versity of Illinois. He is associated 
with the law firm of Slaymaker, Turner, 
Merrell, Adams & Locke. Mr. Rey- 
nolds is a young man who has come into 
preeeeeiee and is making a name for 
lmselt, 


Lawrence J. Evans of Davenport, Ia., 
has been appointed manager of the serv- 
ice department of the Register Life. He 
succeeds FE. H. Hansen, who has re- 
signed. Mr. Evans is a graduate of the 
University of lowa, where he specialized 
in commerce and journalism. Following 
graduation he worked in New York City 
in the advertising and merchandising 
department of the “Dry Goods Mer- 
chants Trade Journal.” For the last 
year he has been in a direct mail adver- 





tising agency at Davenport. Since the 
first of last November he has been train- 
ing as an agent under General Agent 
S. W. Sanford at Davenport. 


William Irvine of Chippewa Falls, 
Wis., until very recently a trustee of the 
Northwestern Mutual Life, died at his 
home at Chippewa Falls on Dec. 26 after 
an illness of about six months. Death 
was caused by cancer. Mr. Irvine was 
76 years of age. He was one of the 
large lumber operators of Wisconsin, 
was secretary of the Weyerhaeuser 
Lumber Company for several years and 
had many other connections with rail- 
roads and banks. 


L. Edmund Zacher, vice-president 
and treasurer of the Travelers, has been 
elected a director and a member of the 
trust committee of the newly formed 
Lee-Higginson Trust Company of Bos- 
ton. 


John C. Goode, general agent at Rich- 
mond, Va., for the State Mutual Life 
of Worcester, has been elected president 
of the Sphinx Club of that city. 


Mrs. Thomas H. Law, mother of Wil- 
liam A. Law, president of the Penn Mu- 
tual, died recently at her home in Spar- 
tanburg, S. C., at an advanced age. Her 
husband, who died a few years ago, was 
for many years stated clerk of the gen- 
eral assembly of the Southern Presby- 
terian Church. 

What is believed to be a new national 
record for paid-for production was made 
by John Morrell of the P. L. Girault 
agency of the Equitable Life of New 
York in Chicago, Mr. Morrell’s total 
for 1927 being $3,150,000. 


William B. Kieft, 67, actuary for the 
Springfield Life, with which he had been 
associated since its organization, died at 
Springfield, Ill. He was born in Hol- 
land and came to this country when he 
was seven. Besides his insurance con- 
nection, in a field which he was widely 
known, he was interested in develop- 
ment of the Municipal Electric Light 
& Power Company. 


At a Christmas party President Rob- 
ert W. Huntington of the Connecticut 
yale Life presented service pins and 
gold pieces to employes who had been 
with the company 40, 25, 15 and 10 years. 
Frederic H. Forbes was the only re- 
cipient in the 40-year class. Vice-pres- 
ident Richard H. Cole received a 25-year 
service pin. Five 15-year and 11 10-year 
pins were awarded. 

A contest was held the past fall among 
the company’s employes for the most 
valuable suggestion which would in- 
crease efficiency in working methods. 
Vice-president Cole announced that Miss 
Julia Bronson won the first prize. Sec- 
ond prizes were won by W. Burr 
and Frederick Wallace. 

Secretary Frazar B. Wilde spoke of 
the company’s thrift plans for employes, 
who saved $53,424 plus $2,478 interest 
in 1927. 


Maxwell D. Schreiber has been ap- 
pointed field superintendent of the IIli- 
nois Life at its home office in Chicago. 
He has been agency superintendent of 
the Western & Southern Life and was 
formerly assistant to the vice-president 
of the Public Savings Life of Indianap- 
olis in charge of ordinary agencies. Mr. 
Schreiber’s duties will largely be given 
to building and strengthening the urban 
organizations of those managers who in 
the past have given their chief attention 
to the development of country busi- 
ness. 
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LIFE AGENCY CHANGES 














SECURITY MUTUAL’S CHANGE 





Lee H. Tucker Is Appointed as Man- 
ager of Northwest Ohio Agency 
for Binghamton Company 





F. Leon Mable, superintendent of 
agencies of the Security Mutual Life, an- 
nounces that the management of its 
northwestern Ohio agency has been 
assumed by Lee H. Tucker, formerly 
general agent for the Minnesota Mutual 
Life, relieving H. M. Conklin, resigned. 
Mr. Tucker has had several years’ ex- 
perience in the life insurance business, 
having been connected with the Trav- 
= and later with the Phoenix Mutual 
Life. 

Mr. Tucker will have associated with 
him Harold F. Behm, who has been 
representing the Equitable Life of Iowa 
in its northwestern Ohio agency. Mr. 
Behm will come into the new organiza- 
tion as agency manager. 

Two other new members of this or- 
ganization are Mrs. E. P. Rawlins, who 
becomes agency cashier, and Urban R. 
Fox, who becomes district manager for 
Sandusky and Ottawa counties, with 
headquarters at Fremont. 





JOHN J. SPEAR RESIGNS 





Manager of Fred S. James & Co. Life 
Department Leaves to Resume Per- 
sonal Production 





John J. Spear announces his resigna- 
tion, effective Jan. 15, as manager of the 
life department of Fred S. James & Co., 
Chicago, after four years in that posi- 
tion. He will return to personal pro- 
duction, and also will assist his many 
friends among the brokers in solving 
their underwriting problems. He will 
occupy offices in the Insurance Ex- 
change South as soon as that building 
is completed. 

Mr. Spear has been in the life insur- 
ance business 11 years. For four years 
previously to accepting the James & Co. 
position he now resigns he was associ- 
ate manager with Col. T. M. Knox, 
manager of the Lincoln National Life 
in Chicago, and for the preceding three 
years was engaged in personal produc- 
tion, 

In his Fred S. James & Co. connec- 
tion Mr. Spear was eminently successful, 
building the department to such a point 
that it produced several millions a year. 
He is widely acquainted in the life field 
in Chicago and has an unusually large 
following among the brokers. 


LAWTON ATLANTA MANAGER 








Succeeds R. F. Shedden, Dean of Mutual 
Life of New York Field Force, 
Who Is Retiring 





Robert F. Shedden, in charge of the 
Atlanta office of the Mutual Life of New 
York for many years and dean of the 
company’s managers in point of service, 
retired at the close of the year under a 
suitable pension. His successor is Wal- 
ter T. Lawton, advanced from the Bir- 
mingham office, where he represented 
the company since 1923. 

Mr. Shedden has been with the Mutual 
Life throughout his insurance career, 
which has been a notably successful one. 
Starting as a clerk at the head office of 
the company, he early disclosed a pen- 
chant for field work, eventually becom- 
ing a partner in the Mutual Life’s gen- 
eral agency at Atlanta and still later 
being named as sole general agent. In 
1905 he was appointed manager of the 
office under the company’s salaried sys- 
tem. During his entire association with 
life insurance Mr. Shedden has stood for 
the best there was or might be in the 
business and earned an enviable reputa- 


equipped office, including a stenogra- 










We Want A 
General Agent 
for Toledo 







The Lincoln National Life Insurance 
Company has hundreds of policyholders 
in the Toledo territory. It has a fully 
















pher, in the Second National Bank Build- 
ing in Toledo. 


And another thing — 


The proximity of the Toledo terri- 
tory to Fort Wayne and the direct rail 
connections between the two cities gives 
full benefit of the speedy Home Office 
service of The Lincoln National Life. 


Call or address 


The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’’ 





Lincoln Life Bldg. Fort Wayne, Ind. 















More Than 500 Millions in Force 
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MAKING GOOD 


For over sixty years the Equitable Life 
of Iowa has been making good. 


During this period the company has 
been built to greatness through the policy of 
giving the best in insurance service to its 
policyholders and the utmost in cooperation 
to its field force. 


Agents representing the Equitable Life 
of Iowa enjoy the advantage of friendly co- 
operation from satisfied policyholders and 
unusual sales assistance from the Home 
Office. 


Men desiring connections with a pro- 
gressive, helpful company are invited 
to write the Agency Department. 


: see 
re Ue et 





Founded: 1867 Home Office: Des Moines 











ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 

YOUR_OWN A lt ds HAVE YOU HAD 

THINGS? WH P 

YOUR OWN ADVANCEMENT? 

SU UDG aut TOMES aARE UO AD ERS REANE Geinaeaoh 
S A OVERWRITING COMMIS I 

ON THE PRODUCTION OF MEN YOU APPOINT. . ONS 


SE SANE STURUDD, CREDA AGENCY QPERINGS LMOTOAN, awe 
NEW JERSEY. IF WE 
AGENCY IN YOUR VICINITY, WRITE TO US. J HAVE NO 
WE OFFER YOU VERY DISTINCT ADVANTAGES 
Splendid General Agency Contract, long term renewals. 
All standard forms of policies, both participating and non-participating. 
Liberal disability benefits. 
Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 
cash dividends each year after the second, making very low net cost. 
Confidential communication is invited if you have a clean record and the ability to write 
insurance yourself and to develop a General Agency. You know your own ability and your 
own limitations. Can you measure up? Can you make this the turning t in your life, 
the door to the larger opportunity and larger income of which you have dreamed? 


GIRARD LIFE INSURANCE COMPANY 


Opposite Independence Hall 
PPS HILADELPHIA HIA, PA. 











tion both for himself and his company. 

Mr. Lawton likewise bears a credit- 
able record as an individual producer and 
as a field organizer, and his selection to 
the important post at Atlanta is in ap- 
preciation of those qualtities and of his 
demonstrated loyalty to the company. 
A native of Macon, Ga., he naturally 
turned to insurance as a life work after 
completing his collegiate course at 
Charleston, S. C., having benefited in 
substantial form through the wisdom of 
his father in leaving the family a fine 
life insurance income at the time of his 
death. 


A. L. Loomis 


A. L. Loomis has been appointed dis- 
trict agent of the State Mutual Life for 
southeastern Michigan and _ northern 
Indiana. He will maintain headquarters 
at Benton Harbor, Mich. Mr. Loomis 
is widely known throughout the terri- 
tory, where he has been a leading life 
insurance producer for a number of 
years. 


Lem C. Swinney 


Lem C. Swinney has been appointed 
general agent of the Pacific Mutual Life 
at Wichita, Kan. Mr. Swinney has been 
in the life insurance field for about five 
years, having previously been connected 
with the H. J. Heintz Company as sales 
manager at Kansas City and New Or- 
leans. District Manager Harry L. Stew- 
art, who has been located at Wichita for 
the past three years, will continue with 
the company under the Swinney agency. 





O. R. Frey 


The Bankers Life of Nebraska has 
found business increasing in such vol- 
ume at its headquarters city that it has 
created a home office agency, and placed 
O. R. Frey in charge to take care of 
Lincoln business. Mr. Frey has been 
with the company for 15 years, and for 
the last seven or eight years has been 
general agent at Holdrege, Neb. 





George E. Beale 


J. C. Bristow, general agent at Rich- 
mond for the Home Life of New York, 
announces the appointment of George E. 
Beale as supervisor of agents for Vir- 
ginia territory covered by his agency. 
Mr. Beale was formerly general agent 
at Newport News for the Reliance Life 
of Pittsburgh. 





Lucian J. Lahare 


Lucian J. Lahare has been appointed 
to the position of assistant manager of 
the Montreal branch of the Manufactur- | 
ers Life of Toronto. The territory cov- 
ered by the Montreal branch, beside the 
city, is the western portion of- Quebec. 
Mr. Lahare was formerly inspector of 
the French agencies in this branch. 








Joseph C. Wells | 
d 


Wells has been appointe 
general agent of the Register Life for | 
Kalamazoo and Calhoun counties, Mich. | 
Several years ago Mr. Wells joined the 
J. B. Allen Company of Kalamazoo, a 
real estate and life insurance firm. After ' 
becoming well acquainted with the life | 
busiess he took an agency for the Met- 
ropolitan Life and was with that com- 
pany for about two years. 


Joseph C. 





Farmers National Appointments 


W. R. Hinman, recently appointed to 
do special work in Wisconsin for the ; 
Farmers National Life, has appointed 
three general agents as follow: C. S 
Carter, Beloit; L. C. Duerstein, Wau- 
sau; Elmer S. Hall, Green Bay. 


R. S. Randerson 


R. S. Randerson has been appointed 
state manager in Oklahoma for the Fed- 
eral Life of Chicago, succeeding the 
late Tom J. Wood. Mr. Randerson has 
announced a material increase in the 


agency force, as a forerviuner to further 
expansion. Mr. 


Randerson is president 





‘agency 


_at Richmond, Va., 


of the Oklahoma Baseball Association, 
and of the Senior Petroleum Company, 
operating in Texas. For several years 
be served as head of the Fidelity Land 
Credit Company of Oklahoma City. 





A. Harrison Saunders 


A. Harrison Saunders of Richmond, 
Va., has resigned as general agent of 
the Midland Mutual Life. He took on 
the company several months ago, his 
territory including the entire state with 
the exception of Roanoke city and vi- 
cinity. He operates a local agency in 
Richmond, handling general lines. He 
expects to make another life connection. 





C. W. Ledgerwood, Henry Leivestad 


By a change in the personnel of the 
Fargo branch of the New York Life, C. 
W. Ledgerwood, agency director, will 
take charge of the Lake Superior branch 
at Duluth, Minn., and Henry Leivestad, 
organizer of the Minneapolis 
branch, will be agency director at Fargo. 

Mr. Leivestad has been connected 
with the New York Life in the Minne- 
apolis branch since he graduated from 
the University of Minnesota in 1924. Mr. 
Ledgerwood went to the Fargo branch 
from St. Paul in December, 1924. He 
Was agency organizer one year, before 
being promoted to agency director, Jan. 
1, 1926. Both men already have arrived 
at their new locations. 





S. Merrill Bemiss 


S. Merrill Bemiss has been 
agency manager for Virginia for the In- 
ternational Life with Richmond head- 
quarters. For the last year or more he 
has been district manager at Richmond 
tor the Shenandoah Life of Roanoke. 
While with the Shenandoah he special- 
ized in group work, writing several big 
cases during the past year. He also 
found time to write a considerable vol- 
ume of ordinary business. A. S. Mad- 
dox of Washington, D. C., eastern divi- 


appointed 


| sion manager for the International, was 
lin Richmond this week conferring with 


Mr. Bemiss in regard to plans for in- 
tensive development of Virginia terri- 
tory. Before going with the Shenan- 
doah Mr. Bemiss was president of the 
Mutual Casualty of Richmond, which 
specialized in the writing of public 
transportation business. 





William D. Love 


William DeLoss Love, general agent 
for the Connecticut 
Mutual Life with territory heretofore re 
stricted to eastern Virginia, now has the 
entire state under his jurisdiction, hav- 
ing taken over the western portion of 
the state since the recent resignation of 
T. Foster Witt as general agent with su- 
pervision over that part of Virginia. Mr. 
' Witt also had his headquarters at Rich- 
mond. He has yet to announce;his plans 
for the future. 

— ‘ 
BROADCASTING MESSAGE 
DURING THRIFT WEEK 





In connection with the general cam- 
paign on the subject of Thrift the week 
of Jan. 17-23, the John Hancock Mutual 


| is repeating a radio broadcast on this 


subject, similar to its message on the 
same subject broadcasted in January, 
1927. 


The subject is treated with general 
reference to the interest shown by Y. } 
C. A. organizations, banks, life insur- 
ance companies, and others, with some 
reference to the John Hancock budget 
campaign which has been conducted by 
that company for four or five years, and 
which is right in line with the thrift 
movement. 

The John Hancock broadcast will ‘¢ 
done through the first class stations 
located generally throughout the coun- 
try, and in many cases the broadcast will 
be made by members of the John Han 
cock field force. 
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EFFECT OF TAGGART’S RULING 





Some Find That Agents Are Studying 
More About the Various Lines 
of Insurance 





PHILADELPHIA, Jan. 5.— Insur- 
ance men say that one effect of Insur- 
ance Commissioner Taggart’s ruling that 
all new agents or those taking on any 
new company must take an examination 
in the special line that the company 
writes is that more agents are studying 
the business than ever before. While 
companies regard Commissioner Tag- 
gart’s course as drastic and accuse him 
of going too far in applying the qualifi- 
cations act, at the same time there will 
be a body of better informed agents. 
Some agents have little knowledge of 
the Pennsylvania insurance laws and 
these are being reviewed. Others, while 
fairly well informed, have not reached 
the point where they could pass an ex- 
amination. The Pennsylvania Associa- 
tion of Insurance Agents and the local 
life underwriters’ associations in differ- 
ent cities are back of Commissioner 
Taggart in this ruling. 





EXAMINATIONS MADE EASIER 





District Point for Scrutiny of License 
Applicants’ Fitness Established 
in Massachusetts 





Following months of agitation in 
Massachusetts for more liberality in the 
matter of licensing agents and espe- 
cially for establishment of district ex- 
amination points, the Massachusetts de- 
partment announces that the city of 
Springfield has been made a district 
point at which those who desire licenses 
may take the examination if it is more 
convenient for them to appear there 
than at Boston. The department has 
issued a notice which reads in part as 
follows: 


Hearing Dates Fixed 


“The next examination will be held 
Jan. 4 at Boston and Jan. 6 at Spring- 
field. Thereafter and until further no- 
tice examinations will be held at Boston 
on the first Wednesday of each month 
and at Springfield on the Friday follow- 
ing the first Wednesday, or on the fol- 
lowing days if either of the others is a 
legal holiday.” 

Company officials, agents and prospec- 
tive agents are commending Commis- 
sioner Monk for establishing the district 
examination point, but they are not 
likely to rest until other district points 
are available. 





REPORT ON NEW BUSINESS 


Rochester Chamber of Commerce Gives 
Its Figures on Life Insurance 
Production There 





ROCHESTER, N. Y., Jan. 5.—The 
statistical bureau of the Rochester 
Chamber of Commerce presents the 
amount of new ordinary insurance paid 
tor month by month in the Rochester 
district the first 11 months of the year 
compared with the same period of last 
year. The totals are collected from 29 
company offices and are as follow: 


1926 1927 Increase 
Tan. ....$ 5,080,631 $ 5,539,855 9% 
Feb. .... 5,340,467 5,955,969 12% 
Mar. .... 5,436,440 6,446,841 18% 
Apr. .... 6,309,891 8,114,933 29% 
May .... 6,859,986 8,666,219 26% 
June .... 8,252,078 9,639,728 17% 
July .... 8,656,369 9,718,223 12% 
Aug. .... 8,979,070 10,823,294 21% 
Sept. .... 8,863,478 10,366,416 17% 
Oct. .. 10,363,982 11,466,709 11% 
Nov. .... 11,546,049 13,635,416 18% 








Totals ..$85,688,441 $100,373,603 
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Chicago Insurance 
Will Enlarge Eastern Service of 
The National Underwriter 





Chester C. Nash, Jr., who has been 
associated with the Chicago office of 
THe NATIONAL UNDERWRITER as associate 


in New York City to become connected 
with THe NatTionaAL UNDERWRITER in 
that city at §0 Maiden Lane. Mr. Nash 
is a graduate of Northwestern Univer- 
sity of Evanston, Ill. He started in 
another line of business some years ago, 
but switched over to THE NATIONAL 


nected with its editorial department. He 
has specialized on life insurance news, 
but is well acquainted with insurance 
as a whole. He goes to New York well 
equipped by training and education. He 
will be associated with George A. Wat- 





| 
| 





CHESTER C. NASH, JR. 


son, the senior associate editor of THe 
NATIONAL UNpDERWRITER in New York. 
It will be Mr. Nash’s plan to build up 
a larger life insurance service, not only 
in New York City, but the east. Dur- 
ing his college days Mr. Nash was a 
page in the Evanston Public Library. 
This brought him in contact with books 
and he has always been interested in 
the cultural side of life. 





Sykes Addresses Buffalo Managers 


Dr. Lawrence G. Sykes, medical direc- 
tor of the Connecticut General Life, re- 
cently addressed a luncheon meeting of 
the Buffalo Life Managers’ Association. 
He showed an interesting motion picture 
film of the work at the home office of 
the Connecticut General and explained 
the home office viewpoint on matters 
particularly pertaining to the medical 
department. 





Addresses Buffalo Business Club 


“Capitalization of Life Values” was the 
subject of an address given by Walter 
B. Sheehan, secretary of the Buffalo Life 
Underwriters, before the Hertle Avenue 
Business Men’s Club of Buffalo. He 
contrasted life values with property 
values and showed how economic values 
of an income producing life could be 
capitalized through life insurance. 








Life Course at University of Buffalo 


The University of Buffalo now offers 
| a course in life insurance as an integral 
| part of the curriculum of the evening 
| session. Students completing this course 

will be given a credit of two semester 
, hours toward the degree of bachelor of 


NASH LOCATES IN NEW YORK 


Newspaper Man 


editor, is locating the first of the year 


Unperwriter, having always been con-_ 








In Ohio 


Some choice territory is still open for 
live, wide-awake men of ability. 


Real Old-Time, Life-Time General 
Agency Contract, with liberal first 
year commissions, and Non-For- 
feitable Renewals available. 


We stand squarely back of our agents at 
all times. It is our attitude that 
whatever is best for the producing 
agent is also best for the company. 


Our policies are fair and liberal, the net 
cost on a low, competitive basis. All 
Standard Policies are written, with 
or without Total and Permanent 
Disability, Premium Waiver and 
Double Indemnity. 


Thirty-two years’ experience with 
Monthly Premiums has taught us 
that installment buying is here to 
stay. Our $1.00 a Month Policy 
gets the business where other plans 
fail. Why not investigate? 


Serve and Succeed With the 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


For information regarding territory in Ohio and com- 
missions, call on or write to MOFFITT AND BUCK, 
General Agents for the State of Ohio, Suite 1107—308 
Euclid Avenue Building, Cleveland, Ohio. 
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business administration, and the course is 
recommended as an essential study for 
those students majoring in general busi- 
ness administration, and in banking and 
finance. ; 
The next semester, opening Feb. 6, will 


be under the direction of Walter B. 
Sheehan, 
Buffalo Life Underwriters. 
han is a graduate of the Wharton School | 
of the University of Pennsylvania, where 


the 
Shee- 


secretary of 
Mr. 


executive 


he studied under Dr. S. S. Huebner. 
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BRANCH AGENCY IS SUCCESS 
Louis J. Fohr, Chicago Connecticut 
Mutual General Agent, Has Two 
Subsidiary Offices in City 





Louis J. Fohr, Chicago general agent 

of the Connecticut Mutual Life, reports 
that his recently established south side 
branch is making good progress and has 
more than met expectations in the mat- 
ter of producing business. It is in 
charge of Arthur Ward and F. W. AIl- 
denderfer. It is expected that the office 
will produce on an average of $1,000,000 
a year. 
' The office was established for the rea- 
on that hundreds of prospects who live 
in the office territory do not have loop 
business locations and, therefore, could 
be reached only by men traveling great 
distances out of Mr. Fohr’s loop office if 
the branch were not in existence. The 
men working out of the branch office 
stldom get into the loop, as they find 
and talk with their prospects in their 
own neighborhood. Mr. Fohr estab- 
lished a north side office not long after 
he opened his general agency. Like the 
south side office, it is producing in good 
volume. k 

Th standing of the Fohr agency in 
the Connecticut Mutual production line- 
tip is indicative of the methods the office 
follows to increase business. The office 
was opened in April, 1925. On Dec. 31 

f that year it stood 61st among all the 

ompany’s agencies. By Dec. 31, 1926, 
t had climbed to 30th place and by Dec. 

1, 1927, to 20th place. The goal for 
1928 is 15th place. 





| Equitable Has $9,200,000 Month 


Total paid-for December production 
of the Chicago agencies of the Equita- 
ble Life of New York was $9,200,000, a 
‘ain of $700,000 over December, 1926. 
Ee the year, the agencies produced $86,- 
600,000 of paid-for business, a gain of 
),700,000 over the preceding year. For 

ecember, 1927, the L. Girault 
agency paid for $1,945,000, a new rec- 
prs among the Chicago agencies of the 
ompany. The C. Wadsworth agency 
tated $1,700,000 in December; the 

lexander Patterson agency, $1,350,000, 
and the P. B. Hobsb agency follows 
with $1,000,000. 





Kansas Sales Congress Plans 


The Kansas Life Underwriters Asso- 
tiation has announced that the 1928 
ales congress sponsored by the associ- 
tion will be held at Wichita Feb. 4. The 
mmittee in charge of the program is 
not ready to announce’ the list of speak- 
ers. William R. Baker, insurance com- 
missioner, will speak on the new life in- 
surance code. The committee is arrang- 
ing for some ofthe best known life 
men in Kansas to participate in the con- 
gress. It has obtained assurance of a 
well known eastern underwriter as the 
inspirational speaker for the congress 
but cannot make an announcement yet 
af who this speaker is to be. The sales 
congresses of the association have grown 
in attendance and interest every year 
and more letters have been received thus 
early asking for the dates and place than 
in any previous year. 





A. E. Patterson Agents to Meet 
On Jan. 9 the Alexander E. Patter- 


son Chicago agency of the Equitable 
Life of New York will hold an agency 
meeting in the Congress hotel, Chicago, 
the first for the new year. 


The major 





portion of the meeting will be held in 
the morning, the session to be followed 
by a luncheon. John Morrell of the 
P. L. Girault Chicago agency of the 
company, who paid for $3,150,000 in 
1927, will speak on “The Laws of Life 
Insurance.” 





Producers Are Given Watches 
The following members of the Darby 





jing to the United States, 


| 


A. Day agency of the Union Central 
Life, Chicago, last Tuesday morning 
were awarded inscribed silver watches 
for outstanding work: S. Raines Wal- 
lace, for production volume in Decem- 
ber; E. E. Crosby, for the largest per- 
centage of increase over the preceding 
month; Robert Keeley, for the largest 
number of applications. Total produc- 
tion of the Chicago agency for 1927 was 
$15,088,000. The largest individual pro- 
ducer was Byron C. Howes, associate 
manager, whose total was $1,324,000. 





John Boyle Returns to Chicago 


John Boyle, Chicago general agent of 
the Minnesota Mutual Life, has returned 
to his office after an absence of about 
two months in Ireland. After return- 
Mr. Boyle 
spent about a week in New York before 
returning to Chicago. 
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SALES SCHOOL ON AT RALEIGH 





Good Enrollment for Course Conducted 
by L. B. Hendershot of Con- 
necticut General Life 





RALEIGH, N. C., Jan. 5.—The school 
of life insurance salesmanship, brought 
to Raleigh through the efforts of the 
E. Johnston Neal agency of the Con- 
necticut General Life, opened Tuesday. 
Nineteen men, residents of Raleigh and 
vicinity, enrolled before the school 
opened, and belated registrations were 
still coming in all week. 

Lewis B. Hendershot, educational di- 
rector of the Connecticut General, is 
conducting the school, assisted by C. M. 
Gardner and Anderson. Mr. 
Hendershot is a graduate of Cornell Uni- 
versity and taught at Cornell for several 
years. During the war he served over- 
seas and after the armistice was at- 
tached to the intelligence division of 
headquarters staff in Paris, He had con- 
siderable sales experience in the invest- 
ment business before entering the insur- 
ance field, and his knowledge of life 
insurance selling has been gained from 
actual practice, as well as from a study 
of the experience of many salesmen. 
Mr. Hendershot is also a graduate of the 
University of Pittsburgh school of life 
insurance. 

Mr. Gardiner was graduated from Am- 
herst College in 1919. Mr. Anderson was 
graduated from the University of Pitts- 
burgh school of. life insurance. Both 
Mr. Gardiner and Mr. Anderson have 
had extensive experience in insurance 
sales work for the Connecticut General. 





Report Increases in Richmond 


While there were no phenomenal in- 
creases, Richmond, Va., life managers 
and general ‘agents report a substantial 
increase in production during 1927 over 
the preceding year. Although he was 
on the sick list for five months the past 
year, Basil I. Chapman, general agent 





for the Maryland Life, says he was able 
to close 1927 with a satisfactory increase 
over 1926. S. B. Love, manager for the 
Mutual Life of New York, reports that 
his agency surpassed 1926 business by 
approximately 22 percent. The Penn 
Mutual agency produced upward of 
$100,000 more business than in the pre- 
ceding year. Witcher Keen, general 
agent for the Travelers, likewise re- 
ports a substantial increase in produc- 
tion. Practically all the life managers 
are looking ahead to even better results 
in_ the new year. 





New Kentucky Deputy Commissioner 


Arch H. Pulliam, former local agent 
at Bardstown, Ky., is to become chief 
deputy insurance commissioner of Ken- 
tucky under S. M. Saufley, commissioner 
for the past four years. 

Mr. Pulliam was a local agent at 
Bardstown from 1915 to 1925, when he 
sold out his agency. He was also circuit 
court clerk for 20 years. He is a good 
insurance man and can see the company 
side of questions. Mr. Pulliam has been 
very active in politics for many years. 





Addresses Optimist Club 


Alex Hertzman, general agent of the 
State Mutual Life of Massachusetts at 
Louisville, addressed the Optimist club 
of that city last week. Mr. Hertzman 
stressed the business of insuring life. He 
told of the value of insurance for pay- 
ing off mortgages and debts after the 
death of policyholders. 





Day Is C. of C. Director 


C. C. Day, general agent for’ the Pa- 
cific Mutual Life, was elected to serve 
on the 1928 board of directors of the 
Oklahoma City Chamber of Commerce. 
Mr. Day is past president and chairman 
of the program committee of the Okla- 
homa Association of Life Underwriters 
and one of the vice-presidents of the Na- 
tional assaciation. 














PACIFIC COAST AND MOUNTAIN FIELD 











BRANCH OFFICE IN SEATTLE 





Opened by American Service Bureau to 
Serve Member Companies Op- 
erating in Washington 





The American Service Bureau, which 
serves exclusively insurance companies 
that are members of the American Life 
Convention, has just opened a new 
branch office in Seattle, Wash., to bet- 
ter serve the companies that are operat- 
ing in that state. 

The Seattle branch is the 21st estab- 
lished by the American Service Bureau, 
which has its main offices in the Shell 





building, St. Louis, Mo. The bureau 
also maintains 300 direct reporting sta- 
tions throughout the United States and 
Canada. 

G. B. Shiels, who has been a chief in- 
spector for the American Service Bureau, 
will be in charge of the Seattle branch 
office. The direct reporting stations in 
Aberdeen, Bremerton, Everett, Olympia, 
Spokane, Tacoma, Walla Walla and 
Yakima will be under the direct super- 
vision of the Seattle branch and clear 
their reports through that office. 

The year which has just drawn to a 
close was the best in the history of the 
American Service Bureau, and early in 
1928 several additional branch offices will 





be opened to better the service for the 
clients of the bureau. 


Seattle Wants Managers School 


The Seattle General Agents & Man- 
agers Club lias extended an invitation to 
John Marshall Holcomb, Jr., of the Life 
Insurance Sales Research Bureau to 
hold a managers’ school in Seattle in 
March, 1928. Registration is expected 
from a number of Pacific Northwest 
cities. 








ACCIDENT AND HEALTH 

















C. W. McNEILL NEW PRESIDENT 





Succeeds His Father, G. Leonard Mc- 
Neill As Head of Massachusetts 
Accident 





Chester W. McNeill was elected 
president of the Massachusetts Accident 
at a meeting of the directors last week. 
Mr. McNeill is a son of the late presi- 
dent, G. Leonard McNeill. George R. 
Bacon was elected first vice-president 
and R. Weston was elected second vice- 
president. In the new president of the 
company, the third generation takes 
the helm of the Massachusetts Accident, 
the company being founded by George 
W. McNeill, his grandfather, 45 years 


ago. 

Chester W. McNeill went with the 
company as clerk in 1908 and has been 
successively assistant manager of the 
weekly department, assistant manager of 
the claim department, assistant treas- 
urer, associate counsel, counsel and first 
vice president and general manager. 
He is a graduate of the Northeastern 
University law school and a member of 
the bar. 





Pacific Mutual Record 


Vice-President D. M. Baker of the 
Pacific Mutual Life in reviewing the 
year states that the accident department 
showed an increase of $500,000 over the 
year before. The total premium collec- 
tion in the accident department since it 
was established amounts to $15,000,000. 





National L. & A. Promotions 


Superintendent T. J. Hines of the Phil- 
adelphia No. 1 district of the National 
Life & Accident has been promoted to 
manager of that district. He began his 
work with the company as an agent in 
Philadelphia and has been a superintend- 
ent there for some time past. 

W. C. Frank of Columbus, O., has been 
promoted to a superintendency there. 
He was for a time connected with the 
company in the Louisville district and 
later transferred to Columbus. 





Names Indiana Supervisor 


The Inter-Ocean Casualty has an- 
nounced the appointment of A. Handle 
of Dayton, O., a field supervisor for 
Indiana. Mr. Handle has seen many 
years of service in the health and acci- 
dent field and has an excellent record 
as a producer. 





A. C. Gerschler Resigns 


A. C. Gerschler, superintendent of the 
commercial accident and health division 
of the Pacific Mutual has resigned to 
become agency supervisor with the 
Paschall-Jones Company, general agents 
for the Pacific Mutual in Los Angeles. 
The work of the commercial division 
will now be under the supervision of S. 
F. Stanley and Paul F. Bjorn. Mr. 
Stanley will be in charge of underwrit- 
ing, and Mr. Bjorn of reinsurance. 





New Indiana Mutual 


FORT WAYNE, IND., Jan. 4.—Articles 
of incorporation have been filed with the 
secretary of state at Indianapolis for 
the Rangers Life Insurance Association 
of Fort Wayne to write life and acci- 
dent insurance on the assessment plan. 
The incorporators are Jesse H. Ryder, 
James I. Evans, W. Arthur Smith, Fred 
H. Reagan, Harry C. Evans. 
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NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manual- 
Digest’’ and ‘‘Little Gem,”” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 

















DISABILITY CLAUSE RATES| 





Guardian Life’s New Clause Will Be 
Attached to All Policies 
Issued 





Rates for the new disability clause 
which the Guardian Life will attach to 
all policies issued after Jan. 1 have been 
announced. The annual premium rates 
per $1,000 with disability, waiver of 
premiums and $10 monthly income on 
the principal forms follow: 


10 20 30 10 15 
Ord. Pay y y i q 
Life Life Life Life End. End. 
4 $ s $ $ 








Age 

5.. 18.11 46.77 28.48 22.71 101.58 66.06 
6.. 18.46 47.42 28.88 23.05 101.78 66.14 
7.. 18.85 48.09 29.30 23.38 101.99 66.25 
8.. 19.25 48.82 29.75 23.75 101.23 66.34 
19.. 19.67 49.52 30.20 24.12 102.46 66.45 
20.. 20.09 50.26 30.66 24.52 102.61 66.58 
Bl... 20.55 51.02 31.14 24.91 102.71 66.71 
2.. 21.01 51.80 31.63 25.34 102.83 66.84 
3.. 21.51 52.62 32.16 25.76 102.96 66.99 
4.. 22.01 53.45 32.70 26.22 103.09 67.14 
5.. 22.56 64.31 33.25 26.69 103.24 67.31 
6.. 23.13 55.19 33.81 27.16 103.39 67.48 
b7... 23.73 66.11 34.40 27.69 103.56 67.67 
28.. 24.35 57.04 35.00 28.20 103.73 67.87 
29.. 25.01 58.02 35.63 28.76 103.92 68.09 
30.. 25.69 59.01 36.27 29.33 104.13 68.32 
31.. 26.41 60.02 36.95 29.97 104.34 68.58 
32.. 27.16 61.08 37.64 30.64 104.58 68.85 
33.. 27.97 62.16 38.36 31.34 104.82 69.14 
34.. 28.82 63.28 39.10 32.09 105.09 69.46 
35.. 29.71 64.42 39.89 32.89 105.38 69.81 
36.. 30.65 65.60 40.70 33.72 105.69 70.19 
37.. 31.64 66.81 41.54 34.57 106.04 70.59 
38.. 32.68 68.05 42.42 35.51 106.40 71.02 
39.. 73.78 69.33 43.33 36.47 106.81 71.50 
40.. 34.94 70.65 44.28 37.49 107.23 72.04 
41 36.18 72.01 45.39 38.58 107.70 72.61 
42.. 37.48 73.40 46.56 39.75 108.21 73.24 
43 38.86 74.86 47.80 40.99 108.78 73.93 
44 40.33 76.33 49.12 42.30 109.39 74.69 
45 41.90 77.86 50.51 43.72 110.08 75.54 
46 43.58 79.44 51.99 45.24 110.84 76.35 
47 45.37 81.08 53.55 46.86 111.67 77.26 
48 47.25 82.77 55.20 48.59 112.62 78.26 
49 49.27 84.50 56.97 50.46 113.65 79.38 
50 51.42 86.31 58.85 52.47 114.80 80.60 
51 53.70 88.67 60.84 -- 115.98 81.91 
52 56.13 91.11 62.97 - 117.25 83.35 
53.. 58.73 93.68 65.25 - 118.64 84.90 
54.. 61.52 96.38 67.68 . 120.17 86.60 
55 64.47 99.18 70.27 - 121.79 88.43 


Life Life Life 


Inc. I 

End. End. End. End 

20 30 at Mat. Mat Mat 

Yr. Yr Age Age Age Age 

End. End. 85 55 60 65 

Age $ 7 $ a $ a 
15.. 48.40 31.60 18.15 ooen oe 
16 48.49 31.73 18.51 eee ee 
17 48.61 31.88 18.89 “or ‘a 
18 48.75 32.04 19.29 $e ee 
19 48.86 32.20 19.70 — - 
20 49.01 32.40 20.14 —_ es 
21 9.15 32.59 20.61 39.77 31.67 26.36 
22.. 49.30 32.79 21.09 1.35 32.76 27.15 
23 49.47 33.02 21.57 43.03 33.89 27.97 
24 49.64 33.27 22.10 44.85 35.10 28.85 
25 49.83 33.53 22.63 46.76 36.39 29.76 
26 60.04 33.83 23.21 48.85 37.77 30.73 





46 60.08 43.88 - 108.61 73.52 
47 61.13 . 45.67 - 117.88 78.20 
48 62.28 47.58 - 128.67 83.41 
49 63.54 - 49.61 - 141.36 89.27 
60.. 64.92 ° - 156.62 
61 66.43 - 54.15 eee 03.42 
52 68.09 - 56.61 

. 122.06 
54 71.90 62.10 133.82 
55 74.06 65.11 147.83 


PENN MUTUAL LIFE REVISION 








Benefits Retroactive to Date of Disa- 
bility—Rates Are Raised 
$2 per $1,000 





The Penn Mutual Life has revised its 
policy forms and disability rates as of 
Jan. 1. The principal change in the dis- 
ability clause is that benefits are retro- 
active to date of disability although not 
exceeding six months. The new double 
indemnity clause carries the same pro- 
visions as before. Both clauses are now 
issued as a separate rider, intead of 
being incorporated in the policy. 

The new rate book carries second year 
values, which were announced some 
time ago by the company. 

The new disability rates, showing in- 
creases of around $2 per $1,000 (monthly 
income clause) over those previously in 
use, follow: 

Waiver Premium Only 


BM csincecia 25 30 35 40 50 
. $0.47 $0.56 $0.70 $0.91 $1.70 
20 pay. life... .50 .59 .73 95 1.85 
20 yr. end’t.. .81 -88 1.01 1.22 2.06 
End’t 65...... .53 .66 84 1.13 2.37 
5 yr. term.... .56 .70 -91 1.22 2.53 


Waiver & 1 Percent Monthly Income 


Ord, life .....$3.24 $3.53 $3.91 $4.43 $6.20 
20 pay. life... 4.27 4.32 4.38 4.48 6.35 
20 yr. end’t... 2.81 3.04 3.41 4.05 6.25 
End’t 65...... 3.17 3.45 3.82 4.33 6.17 
5 yr. term.... 3.53 3.91 4.43 5.15 7.85 








| NEWS OF LOCAL ASSOCIATIONS 














OUTLINE AIMS FOR NEW YEAR 





Lincoln Association to Cooperate With 
State Department and to War on 
Unethical Practices 





LINCOLN, NEB., Jan. 5.—The ex- 
ecutive committee of the Lincoln associ- 
ation has outlined 12 aims for the com- 
ing year. Among them are: cooperation 
with the state insurance department in 
its activities for safeguarding the inter- 
ests of the insuring public and life un- 
derwriters; urge the cancellation of an 
agent’s license for rebating, twisting or 
other unethical acts; conduct an essay 
contest in the grade schools on some 
life insurance subject; take an active 
part in thrift week; make the Lincoln 
association the voice of the underwriters 
of southeastern Nebraska; exert a 
wholesome influence in raising the insti- 





tution of life insurance above the com- 
panies, and in developing in underwrit- 
ers truly professional ideals and ethical 
practices in their relations with one an- 
other and with the public; to hold at 
least monthly meetings and an all-day 
sales congress; make it possible by 
means of a well organized speakers’ bu- 
reau to supply various organizations 
with trained and capable speakers on life 
insurance who will talk from the insti- 
tutional standpoint and represent the as- 
sociation and no particular company; en- 
courage an exchange of speakers be- 
tween agencies for agency meetings, and 
cooperate with all other associations in 
all matters for the betterment of the 


business. 
x * * 

Buffalo, N. Y.—Mrs. J. Enola Hewitt 
of the Phoenix Mutual Life has been 
awarded the scholarship won by the 
Buffalo association in 1926 as first prize 
in the National association membership 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
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43rd Year— 
A Year of Progress 


New Business during the year—Paid-for basis 
50 Million Dollars 


An Increase over 1926 New Business of over 








6 Million Dollars 13% 
Gain in Paid-for Insurance in Force 
23 Million Dollars 10% 
Admitted Assets increased over 
414% Million Dollars 20% 
ASSETS 
Bonds, 
Government, State, County, 
and Municipal .......... $3,869,981.22 
Railroad, Public 
EN Sus. veesessasweesscss 5,775,659.69 
$9,645,640.91 
First Mtg. Loans (City and Farm)........... 9,666,451.40 
POET ECCER POET CTL ETERS TE ETT 150,000.00 
PE CED cacdccccsesecoscsecocsvenseses 4,842,112.85 
EE a ey ee 1,663,607.74 
Premiums, Due and Deferred .............. 1,199,163.00 
Ce  .  caceacenkbaesase meaner 1,589,193.26 
Interest Due and Accrued and Other Assets.. 623,264.91 
Culdvvesawenwheekes deere dh easean $29,379,434.07 


LIABILITIES 
I i c.g dn meas deamevenaed $23,557,146.00 





Death Claims Due and Unpaid .............. None 
Claims Reported but Proofs of Loss Not Re- 
EEE S54. ddan eesetccbnenndacddccedescee 147,477.36 
Present Value of Death, Disability, and other 
Claims Payable in Instalments.......... 583,061.64 
Premiums and Interest Paid.in Advance..... 181,254.67 
Reserve for Taxes Payable in 1928.......... 215,000.00 
Profits for Distribution to Policyholders...... 1,190,766.91 
Be ee EE bn 0.00 60040 ccdsesesecees 140,244.39 
Contingency Reserves .............+0+see00: 853,913.57 
Surplus to Policyholders ...............+++. 2,510,569.53 
(Including $1,100,000.00 Paid In Capital) 
and tent e deudes eghewete $29,379,434.07 





A Company a with all the 
benefits of mutuality the advantages 
of a substantial capital 


PARTICIPATING—NON-PARTICIPATING 


$257,825,730.00 Insurance in Force 
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THE VERDICT 














your success as an underwriter depends upon 

the verdict brought in by the greatest jury in 
the world—the American public. For seventy- 
six years the Massachusetts Mutual has been 
building up a nation-wide reputation. Its friends 
are everywhere and are ever ready to testify to 
the efficient service that it always renders. There 
is no better company to buy from and none better 
to represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half of insurance in force 























contest. The scholarship is in the New 
York University life insurance training 
course. 

A fund to be used for the purchase 
of books for the life insurance library 
of the Buffalo life underwriters has been 
started by Henry Wertimer. Since Mr. 
Wertimer’s contribution, other worth- 
while donations have been made until 
the library has taken on quite signifi- 
cant proportions with every prospect of 
rapid development. 

x * * 

New York—Claris Adams, secretary 
and general counsel of the American 
Life Convention, and Charles A. Boyd, 
assistant manager of the 55 John street 
office of the Travelers in this city, will 
be the speakers at the meeting of the 
New York association Jan. 10. Mr. 
Adams will talk on “The Institution of 
Life Insurance,’ while the subject of 
Mr. Boyd’s address will be “The Three 
Essentials to Success.” 

* * * 

San Francisco—R. L. Stephenson, man- 
ager of the Unics Central Life, and 
Arthur Hutchinson, agency director of 
the New York Life, were appointed to 
the executive committee of the San 
Francisco association last week to fill 
the vacancies caused by the removal of 
Gilbert Knudtson and Roy R. Henderson 
from the city. 

The executive committee appointed 
Clarke Moore, first vice-president of the 
association and last year leading pro- 
ducer for the Western States Life in San 
Francisco, chairman of the leading pro- 
ducers’ dinner to be held in February. 

The January meeting will be held on 
Jan. 18 during Thrift Week and will be 
devoted to that subject. 

* tk “K 

Fort Dodge, Ia.—Charles D. Yost was 
elected president of the association at 
the annual meeting last week. He suc- 
ceeds L. H. Minkel. George Seal was re- 
elected vice-president and E. T. Snively, 
treasurer. G. A. Swanson was chosen 
secretary, succeeding Mr. Yost. The 
underwriters have approved plans for an 
advertising campaign to be staged in 
January. 

* * * 

Boston—President David E. Sprague of 
the Boston association announces the ap- 
pointment of the following chairmen of 
committees: Business practices, Alex 
Hammer; cooperation with banks, 





Michael Groden; education, George H. 
Tracy; finance, Charles C. Gilman; legis- 
lation, Merle G. Summers; membership, 
Frank T. Bobst; president’s representa- 
tive, H. M. S. Aiken; program, Joseph E. 
Lockwood; publicity, Thornton W. Jen- 
ness; special arrangements, William E. 
Hewitt. 


* * * 

Denver, Colo.—The Colorado associa- 
tion held its annual frolic the past week. 
A program including a play, “Enemies,” 
written by Dick Oliver, western manager 
of the New York Life, who lives in St. 
Louis, was presented by 12 members of 
the organization. A clever stunt was 
given by Ernest Orr and John Culbreath 
of Denver. A dance followed the pro- 
gram. 


W. H. SMITH MADE SECRETARY 





North American Reassurance Elects 
Pearce Shepherd Assistant Actuary 
and J. H. McHugh a Director 





William H. Smith was elected secre- 
tary of the North American Reassur- 
ance at a meeting of the directors last 
week. Pearce Shepherd was also ap- 
pointed assistant actuary. 

At the same meeting John H. Mc- 
Hugh, president of the Chase National 
Bank, was elected a director of the com- 


pany. 

Mr. Smith is an experienced life insur- 
ance man, having been 11 years with 
the Equitable Life of N. Y. and four 
years with the Manhattan Life. He 
joined the staff of the North American 
Reassurance in 1924. Mr. Smith was 
appointed assistant secretary of the 
North American Reassurance in 1925. 

Pearce Shepherd is an associate of the 
American Institute of Actuaries and an 
associate of the Actuarial Society of 
America. He belongs to a family of 
young actuaries who are rapidly making 
names for themselves. His_ oldest 
brother, Clinton O. Shepherd, is actuary 
of the Missouri State Life, and another 
brother, Bruce E. Shepherd, is chief 
assistant actuary of the New Jersey de- 
partment. 





What Every 
Insurance Man Knows! 





The purpose of all insurance is to protect 
surplus earnings. 

Life and Accident insurance protects future 
surplus earnings. 

Property insurance—fire, liability, etc., pro- 
tects past surplus earnings — accumulated 
wealth. 

The well-informed agent can give service on 
all lines. 

The well-managed organization can under- 
write all lines. 

The Continental agent and the Continental 
organization are multipie-line in principle 
and practice. 





Continental Casualty Co. 


The Continental Assurance Co. 
H. G. B. ALEXANDER, President 


CHICAGO, 








ILLINOIS 

















One of the oldest and 
America 


assets— 


But you must write now 








SOUTHERN CALIFORNIA 
A Golden Opportunity! 


One of the largest life-accident and health (all in 
one policy) Companies writing Non-Par— 


With $300,000,000 in force — over $50,000,000 in 


Has an opening for a young man of experience, per- 
sonality—and a sizable ambition. 


A money making general agency contract for a man 
willing to earn it—and who can build a five to 


ten million a year agency. 





National Underwriter. 


A Golden Opportunity! 


strongest Companies in 


address D-11, care The 
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WELL BALANCED YEAR 
PREDICTED FOR 1928 


(CONTINUED FROM PAGE 3) 


for their products and placed on a nor- 
mal market at prevailing prices. This 
is the very best condition for everyone 
—manufacturer, jobber, wholesaler, re- 
tailer, consumer. 


Farm Outlook Good 


Our agents working in the rural sec- 
tions of the middle-west, west, north- 
west, southwest and south are very 
optimistic concerning the future. They 
feel that the farmer will be in very much 
better shape in 1928 than he was in 1927 
or in any year since the slump of 1921. 

The reentry of the Ford Motor Car 
Company into the motor market on a 
large scale is bound to have a very help- 
ful effect on not only the automobile 
industry, but all its correlated lines, es- 
pecially iron and steel and rubber. The 
complete benefits of this stimulant will 
probably not be felt by the country 
generally until after March or April, but 
it is certain to improve very many lines 
of business that may not now realize 
their interdependence on the motor in- 
dustry. 

Money Spent for Garages 


An indication of the real significance 
of the automobile to the country as a 
whole was information secured recently 
by the bureau of labor statistics con- 
cerning building operations in the leading 
cities of the United States. They showed 
that during the past six months about 
one-half the money expended for non- 
residential building went for industrial 
and commercial structures. In most 
cities of 200,000 or over, more money 
was spent for garages and automobile 
service stations than for _ schools, 
churches or amusement buildings. 

Life insurance should have its best 
year in 1928, notwithstanding the won- 
derful record made by the year just 
drawn to a close. Life insurance execu- 
tives will be disappointed if there is not 
an improvement of upwards of 5 per cent 
in life insurance sales. 

In 1927 approximately $17,000,000,000 
of new life insurance was purchased by 
the residents of the United States, and 
there is now in force approximately 
$88,000,000,000 of such insurance. This 
vast volume represents about 115,000,000 
policies and protects the lives of some 
62,000,000 persons. This offers substan- 
tial proof of the thrift of the American 
people and the unselfishness of the pres- 
ent generation, disproving some of the 
very unkind charges that have been 
made against us. 

The billions of dollars that have been 
accuinulated through the collection of 








INTENSIVE THRIFT 
CAMPAIGN UNDER WAY 


(CONTINUED FROM PAGE 3) 


with financial contributions, are now 
being sent a generous supply of thrift 
material as a dividend on their subscrip- 
tions at no charge to them. 

In commenting on this material which 
will be in circulation, Mr. Hull was high 
in his praise for Mansur B, Oakes of 
the Research & Review Service and 


Stewart Anderson, educational director | 
Oakes | 


of the Penn Mutual Life. Mr. 
compiled a series of ads for local asso- 
ciations and companies to use in daily 
newspapers. He also prepared a human 
interest article titled “Enroute to 
What?” which will be displayed on bul- 
letin boards or in employes’ magazines. 
He also wrote two speeches for life 
underwriters to use in talking before 
local bodies on the subject of thrift. 
Mr. Anderson also contributed bulle- 
tin board displays and speeches and be- 
sides wrote a leaflet entitled “The Great 
Magician,” which is being sent out by 
the thousands to local Y. M. C. A. or- 
ganizations and life insurance agents. 


Popular Poster Again in Use 


Besides this material, 20,000 copies of 
the popular “Live to Win” poster is 
again to be used, together with 500,000 
of the smaller envelope stuffer of the 
same subject. The views of John Wan- 
amaker, famous Philadelphia merchant, 
on what life insurance meant to him in 
time of need, are also being sent out by 


| the National association in large quan- 


tities. 








the life insurance nickels, dimes, quar- 
ters and dollars have had very beneficial 
results in every nook and corner of this 
country. The great strides that have 
been taken by the United States in wip- 
ing out poverty and want in recent years 
in a considerable measure are due to the 
foresight of the wage earner who laid 
aside a few dollars in life to provide for 
his wife and children when he was no 
longer with them. 

In 1927 alone the life insurance com- 
panies of this country paid to the bene- 
ficaries of life insurance policies and to 
the policyholders themselves a total of 
$1,500,000,000. Since the beginning of 
the present century the total of such 
payments was  $16,834,000,000—nearly 
twice the amount of all the insurance 
that was in force in 1900. 


Americans Provide for Future 


Americans far outstrip all other peo- 
ples in providing for the future in a sub- 








1851 
BERKSHIRE LIFE 


great expansion. 


PITTSFIELD, MASS. 





Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 


Territory open for connection with this fine old Massachusetts Company. 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 


1928 
INSURANCE CoO. 


FRED H. RHODES, President 
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Your 1928 Tool Kit 


b gece success in 1928 will be measured by the 
service you have to offer. The tool kit of the 
Ohio National salesman contains: 


1—Monthly income policy issued to rejected risks. 

2—Non-Medical or selective risk applications. 

3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 

4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 


5—Budget premium payment plan. 


The foregoing and all the standard tools furnished 
by progressive companies tell why “It Pays to Tie 
Up with the Ohio National.” 


For information in regard to an agency contract 
address : 


The Ohio National Life 
Insurance Company 


Cincinnati, Ohio 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t. of Agents 


President 
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GENERAL AGENTS WANTED 


We are operating in 36 states, and have 
some very attractive territory open. 


We have a few particularly 
choice fields left in 
Indiana 


Missouri Illinois 


Selling is a pleasure 
when you have Continental 
tools in your kit. 


Write our 
Agency Department 


CONTINENTAL LIFE INSURANCE COMPANY 


Continental Life Building 
St. Louis, Missouri 


























VICTORY LIFE INSURANCE COMPANY 


Profitable arrangements for Brokers and other company agents who 


wish to place their business on colored risks 


Agencies already operating in Illinois, Missouri, Texas, Kentucky, Ohio, West Virginia, 


District of Columbia, New York, Maryland, Indiana, Virginia and New Jersey 


Write the Company — 3621 South State Street, Chicago 
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ALA OIKIE 15 OUR FIELD 


Willmer L. Moore, President 

















THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








All policy contracts have been re- 
vised as to rates and values. 


Non-Participating plans become 
Participating at the end of 
twenty years. 


Now offering Participating as well 
as Non-Participating contracts. 


Juveniles from thirty days to six- 
teen years. 


Writing Sub-standard and issuing 
Double Indemnity and Disability. 


Available territory for men of 
character and ability. Address 








= E. S. Albritton = 


Vice-President and Manager of Agencies 



































“Joe, why don’t you give up the insurance business and take 
that job I offered you?” 

“Listen, old man, you can’t tempt me with any salary. In 
just three months I’ve doubled my last year’s income by sell- 
ing Perfect Protection for the Reliance Life.” 





stantial way, and the present generation 
have made an advance in that respect 
over any of its predecessors. While our 
population since 1900 has increased a 
little more than half, the American life 
insurance policyholders now number 
62,000,000, or more than six times the 
number in 1900, and the amount of 
insurance in force, approximately $58,- 
000,000,000, is ten times the amount at 
the beginning of this century. 

Throughout the entire world there is 
about $101,000,000,000 of life insurance 
in force. So it will be seen that Amer- 
icans are carrying almost 90 percent of 
all the insurance in existence. 


Monthly Income to Front 


lt is very probable that the trend to- 
ward what is known as monthly income 
insurance will be more pronounced in 
1928 than heretofore. A recent review 
of the underwriting situation indicated 
that about 10 percent of the life insur- 
ance now being sold is being placed on 
the monthly income basis. However, 
considerable life insurance is also being 
trusteed to banks and trust companies to 
be administered for the benefit of the 
dependents of the insured. 

The monthly income plan has very 
many decided advantages of the lump 
sum payment. First, it provides a reg- 
ular monthly allowance for the bene- 
ficiary and better fulfills its chief duty, 
the replacement of the bread winner. for 
the average family. Second, it provides 
a fund which cannot be dissipated 
through speculation or unfortunate in- 
vestments. Third, such payments are 
exempt from taxation. It is a monthly 
drawing account that is better than a 
pension because it cannot be stopped. It 
encourages a feeling of absolute secur- 
ity, eliminates worry and promotes 
longevity. And lastly, it increases estates 
from 25 to 100 percent. 

Heretofore the man who purchased 
$10,000 of life insurance regarded the 
amount as rather large, but when asked 
to reduce it to its real worth earning 
power, he quickly realized that $600 a 
year at best was not much to leave his 
wife and family. When the advantages 
of the monthly income plan of paying 
out life insurance are realized, the av- 
erage man will buy more insurance and 
in the years to come his family and the 
country generally will benefit thereby. 


ee 


CHICAGO COMPANIES 
REPORT INCREASES 


(CONTINUED FROM PAGE 5) 
sion of territory and no new departures 
in its methods of obtaining business. 
Approximately $10,900,000 of new 
business was written by the Farmers Na- 
tional Life in 1927. Figures on paid-for 
business are incomplete as this issue 
goes to press. At present the company 
is expanding its field force in Wisconsin 
and expects to be well represented in 
that state by the first of next month. 
Written business announced by the 
Central Life totaled $12,302,950. The 
production figure for June, the best 
month in 1927, is $1,599,679. 
Mutual Trust Does $28,000,000 


Paid-for business written by the Mu- 
tual Trust Life in 1927 totaled approxi- 
mately $28,323,000. For the preceding 
year the paid-for total was $27,890,000. 
December was the best 1927 month, the 
total of new paid-for business being 
$4,906,000. : 

The Illinois Life’s preliminary figures 
for 1927 business show insurance in 
force $176,000,000; assets $36,750,000, in- 
crease $4,500,000; income $6,500,000; 
payments to policyholders and_benefi- 
ciaries $2,250,000; capital, surplus and 
special funds $9,250,000, increase $2,- 
000,000. 

Security Life Totals $16,000,000 


In round numbers, the Security Life 
totaled $16,000,000 of written business 
in 1927, a gain of $2,000,000 over 1926. 
December, which is President’s Month 
with the company, totaled $2,500,000 of 
this business. 

Although figures in paid-for business 
are still incomplete, A. L. Whitmer, 





chairman of the board of the Chicago 
Nationa! Life, states that the company 
wrote approximately $20,000,000 of busi- 
ness in 1927, of which about $18,000,000 
was written in Illinois. The best month, 
Whitmer Month, was December, in 
which a total of about $5,000,000 was 
written. 

The company plans to enter Michigan, 
Minnesota and Wisconsin this year. 

The North American Life approxi- 
mates its 1927 paid-for total at $14,000,- 
000, a falling off of $1,600,000 from 1926. 
December was the best 1927 month. 
The total in force is given as $75,000,000. 

New business produced by the Na- 
tional Life U. S. A. totaled $52,000,000. 
Business in force totals $300,000,000, 
and assets, $54,000,000. 

Two companies, the old Colony Life 
and the Life & Casualty, were unable 
to close their books early enough even 
to approximate their 1927 business in 
time for inclusion in this issue. 


Educational Work Extended 


The educational work of the depart- 
ment of instruction of the Kansas City 
Life has expanded materially this year. 
A new correspondence course has been 
published, and the agency organization 
will be furnished with three graded cor- 
respondence courses, according to Wal- 
ter Cluff, supervisor of the department 
of instruction. The first is a beginners’ 
course. The second is a standard or 
more advanced course, and the third is 
a reading course for all representatives 
of the company who have completed 
the standard course or a course in some 
life insurance school. 


Brooklyn Agents Meet 


John H. Scott, general agent for the 
Home Life of New York in Brooklyn, 
held a luncheon at the Central Y. M. 
C. A. on Tuesday for his agency force, 
to celebrate the completion of a record 
year in 1927 and plan for the coming 
year. In addition to talks given by Mr. 
Scott and the agents, James A. Fulton, 
superintendent of agents at the home 
office, was present and gave a message 
from the agency. 


Walter W. Barrow 


Walter W. Barrow has joined the 
Ralph P. Harrison general agency of 
the Union Central Life at Richmond as 
associate general agent. He expects to 
devote a part of his time to organiza- 
tion work in the Virginia territory and 
a part to personal production. For the 
last 16 months he had been associate 
general agent for the Massachsetts Mu- 
tual Life at Richmond. Previously, for 
five years, he was general agent at 
Richmond for the New England Mutual 
Life. Mr. Barrow is originally from 
Farmville, Va., starting there as an 
agent for the Mutual Life of New York. 


William J. Cahill 

William J. Cahill has just become as- 
sociated with R. Seymour Hart as spe- 
cial representative of the Connecticut 
General Life in Utica, N. Y. He resigns 
from the Utica Gas & Electric Company 
investment department after a quarter 
century’s service with that company. 


New England Agents Meet 


New England agents of the Connecti- 
cut Mutual Life gathered in Boston last 
Friday and Saturday for a two-day con- 
ference with home office officials. A 
banquet Friday evening and the busi- 
ness sesions during the day were given 
over to discussion of field practices and 
plans for the coming year, both by those 
in the home office and those in the field. 


Farmers National Meeting 


The annual sales conference of the 
Farmers National Life of Chicago will 
be held at the Sherman hotel in that city 
Jan. 11-13. The banquet will be held 
the evening of the second day. Darby 

. Day, manager of the Union Central 
Life of Chicago, will be the principal 
speaker at the meeting. 
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NORTHWESTERN MUTUAL 
LIFE AGENTS MEET 
(CONTINUED FROM PAGE 10) 
the emotional background and reaction 
towards the business. To present this 
he painted a brilliant word picture of 
life insurance. 

A luncheon conference 
convention, this being in charge of 
Joseph H. Allibone of Syracuse. Lead- 
ing discussions were given by W. E. 
Rowley of Jersey City, William Ray 
Chapman of the home office and S. C. 
McFarland of Pittsburgh. 


Simplicity Address Keynote 


closed the 


Simplicity of presentation was the 
keynote of the salesmanship talk givea 
at the banquet Tuesday evening by Ed- 
ward S. Jordan, president of the Jordan 
Motor Car Company and a policyholder 
with the company to the limit in the 
Northwestern and nearly $2,000,000 in 
total. Mr. Jordan clearly pointed out 
that the sum and substance of sales- 
manship in all lines, no less the life 
insurance business, is to speak the Eng- 
lish language plainly, to see enough 
people and to tell them the truth. He 
said that all the elaboration of methods 
could not get away from these funda- 
mentals, and that much of the fancy 
salesmanship taught today is “bosh.” 
Also, there are certain fundamentals of 
personality, such as the spirit of doing 
something for somebody else, general 
knowledge, courage to overcome all 
fears of misunderstanding and common 
honesty, no one being safe without the 
latter. 

Spirit First Essential 


In elaboration of these matters he 
said that spirit is the first fundamental 
—not pose, nor manner, nor the many 
affections of approach, but sincere, gen- 
uine spirit—courage—is essential to 
overcome fear, which all have and 
which, recognized in self, will enable 
the agent to see that his roughest pros- 
pect is the softest, covering his emo- 
tions with this assumed front. 

Thinking was characterized by Mr. 
Jordan as the most neglected though 
all-essential attribute of man. He said 
that today the great luxury in this 
country is mental activity. Only 5 per- 
cent of the people think, 10 percent 
imitate them and 85 percent merely be- 
lieve what they hear or read. This 
opens a great field for the thinking 
agent. Mr. Jordan said that thinking 
is basic to success, and work alone 
will not be righted until the people 
have thought it through. 


Tribute to Insurance 


Tribute was paid life insurance when 
he said he believed it to be the most 
interesting business in the world be- 
cause it has to do with education, with 
certain simple fundamentals, with hap- 
piness. The insurance business is fun- 
damental because it satisfies the upper- 
mosg thoughts in the minds of all men, 
the idea of economy and the desire to 
fortify the future. It has an answer 
for the needs and desires of everyone 
in the family. 


Franklin Life Men to Meet 


One hundred general agents of the 
Franklin Life will be guests at the home 
office, Springfield, Ill., Jan. 9 for the 
annual convention. Jeseph W. Jones, 
vice-president in charge of agencies, is 
making arrangements for the meeting. 
which will gather representatives from 
19 states. 


North American Club to Meet 


On Jan. 16-20 the annual producers’ 
club convention of the North American 
Life will be held at Hollywood, Fila. 
About 100 agents will attend. 


Life Notes 


The American Life Convention is dis- 
tributing the printed proceedings of the 
Legal Section, whose meeting took place 
at Dallas in October. 

Edward D. Duffield, president of the 
Prudential, and John R. Hardin, presi- 
dent of the Mutual Benefit Life, both of 
Newark, have been elected directors of 
the New Jersey Bell Telephone Company. 








PRODUCTION FOR 1927 
SET NEW HIGH MARK 
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HOME LIFE HAD RECORD YEAR 





Increase of 10 Percent in December 
Brought Year’s Total of Paid 
Business to $45,329,000 





NEW YORK, Jan. 4.—President Eth- 
elbert Ide Low of the Home Life of 
New York, in a communication to the 
agency force of that company, an- 
nounced that December was the largest 
month in the history of the company in 
paid business and that the year 1927 
was the largest year in the history of 
the company. 

Paid-for business for December was 
$7,063,000, as compared with $6,518,000 
for December of 1926, or an increase 
of nearly 10 percent. Paid-for business 
for the year was $45,329,000, as com- 
pared with $43,192,000 for 1926. The 
new premium income for this year was 
$1,395,000, as compared with $1,249,000 
for 1926, or an increase of nearly 10 
percent. 

In the latter part of the year several 
agency appointments have been made, 
resulting in the strengthening of the 
company’s general agency and man- 
agerial organization at several key 
points, while at the very end of the year 
the new preferred life policy was intro- 
duced, which policy has had a splendid 
reception on the part of the company’s 
agency organization and the insuring 
public. 

While these changes helped to some 
extent in increasing the business at the 
very end of the year, their full effect 
will, of course, be reflected in the busi- 
ness for 1928. 

In commenting on the outlook for the 
year 1928, President Low said: “We feel 
that fundamental business conditions are 
sound and that while 1928 is not des- 
tined to be a boom year, it should be a 
year of steady progress. With the new 
sales equipment and sales method of- 
fered to the organization of the Hom« 
Life, we have no doubt about the con- 
tinued substantial progress which will be 
made by this company.” 


W. T. KOOP IS GENERAL AGENT 





Made Minnesota Representative of 
Kansas City Life—Assistant 


Is Appointed 





The Kansas City Life announces’ the 
appointment of W. T. Koop as general 
agent for Minnesota. C. L. Burlett will 
be associated with Mr. Koop as super- 
visor. This is a new state agency, Min- 
nesota formerly belonging to the J. E. 
Williams agency of South Dakota. Mr. 
Williams released the state and Mr. 
Koop was appointed by the company, 
effective December. 31. 

Mr. Koop is a native of Minnesota, 
and while not an experienced life insur- 
ance man, has had many years’ experi- 
ence in the casualty business. Mr. 
Burlett, who is a life insurance man, will 
take direct charge of the agency organ- 
ization. Through Mr. Koop’s connection 
with the casualty business; as well as 
Mr. Burlett’s personal and business ac- 
quaintance, the agency is thrown in im- 
mediate contact with more than 200 
prospective agents. 


State Supervisors Meet 

The state supervisors of the Business 
Men’s Assurance met in conference 
with the officers of the company Jan. 
4-5. Fifteen supervisors attended the 
meeting. which was under the direction 
of A. W. Hogue. President W. T. 
Grant announced that the company had 
written over $29,000,000 of life insurance 
during 1927, which, along with the health 
and accident business of the compapnv, 
would make an equivalent of approxi- 
mately $70,000,000 of life business for 
the year. A goal of $35,000,000 new life 
business for 1928 was set. 


Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 


Old Line Legal Reserve Company 














Operates in Indiana and Ohio 


Wanted: A few General Agents 


in each State. 








Service to Policyholders Unsurpassed 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
HAS ATTRACTIVE AGENCY OPENINGS IN TEXAS 


Now available for consideration by capable men of high char- 
acter and satisfactory records of successful experience. Very 
liberal contracts and unusually attractive forms of policies. 
Houston and Amarillo territories open for General Agencies. 
Also a number of district agencies. If interested, communi- 
cate with 


W. H. SAVAGE, Vice-President 
Great Republic Life Building, 756 So. Spring Street 











You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


Los Angeles, California 
| | Close co-operation is necessary 


Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


Territory does make a difference 























The Life Insurance Company of Virginia 
lacorporated 1871 
Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


OHN G. WALKER BRADFORD H. WALKEP 
hairman of the Board President 

















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newepaper. 
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Central States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
IOWA TEXAS 
KANSAS UTAH 
MINNESOTA WYOMING 


o 
All Ages up to 65 
Participating and Non-Participating 
Standard and Sub-Standard 
Disability and Double Indemnity 


Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 
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DO YOU=— 


W E will publish a 40 page Keep in close con- 
magazine exclusively for tact with your best 
you containing four pages of [ist of prospects, your 
advertising copy devoted to 4j)4 policy-holders? 
you and your company. : 
Cheaper than circular letters. 

The most efficient and economical means of maintain- 


ing close contact with your clients. 
Write for sample copy and detail of plan. 


HEALTH EXTENSION SERVICE 


INCORPORATED 
1004 Marquette Ave., Suite 206, Minneapolis, Minnesota 
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You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company ‘writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 














COMPANY IS TAKING UP 
NON-MEDICAL BUSINESS 


MAKES IMPORTANT CHANGES 





Business Men’s Assurance Announces 
Some Modifications Especially in Its 
Accident Insurance Contracts 


A number of important changes in 
the service of the Business Men’s As- 
surance of Kansas City were announced 
by President W. T. Grant at the su- 
pervisors conference held this week. 
The company announces for the first 
time the issuance of non-medical busi- 
ness up to $2,500. Where formerly 
double indemnity was paid only in case 
of the death of a passenger on a pas- 
senger train, the B. M. A. has adopted 
the standard doubling clause, including 
passenger elevators, the collapse of 
builcings, lightning, steam boiler ex- 
plosion and tornadoes. Another change 
in the accident forms provides that 
where formerly it was necessary to be 
disabled from the date of the injury, 
now a five-day period is allowed, to 
provide especially for blood poisoning 
resulting from an injury. The rate 
heretofore applicable to policies paying 
from the first to the last day of dis- 
ability will now provide benefits from 
the fourth to the last day instead. The 
three-day exception period was adopted, 
it was stated, instead of the almost uni- 
versal action by other companies in dis- 
continuing the life indemnity feature. 

An option is granted of obtaining 
protection from the first day, however, 
as for instance, $100 per month begin- 
ning on the fourth day may be secured 
at the same rate as $85 per month be- 
ginning with the first day, and other 
forms in proportion. In this same con- 
nection the provision for reimburse- 
ment for physicians and surgeons’ bills 
is omitted and in its place a hospital 
benefit provision by which the insured 
receives an increase in monthly bene- 
fits of 50 percent beginning with the 
first day of confinement and continuing 
for not more than three months. The 
hospital benefit is payable from the first 
day of hospital confinement regardless of 
whether there be an exception period of 
three days or longer. The number of 
exceptions under the accident policy of 
the company have been reduced from 
eight to five, thus providing coverage 
for intentional injuries inflicted by other 
persons, injuries sustained while insane. 
The exception pertaining to aeronautics 
has also been changed so that the pol- 
icy now covers while the insured in a 
passenger in a licensed passenger air 
plane. 

There are no changes in the rates o1 
policy forms under the life forms ex- 
cept the waiver of premium provision. 
This has now been changed so that it 
becomes effective after three instead of 
six months disability. The rates have 
been increased slightly, it was an- 
nounced, to cover this additinal benefit. 

Under what is known as the G-R 
Supplement No. 4, it now becomes pos- 
sible for the holder of a guaranteed re- 
newable policy with the first 90 days of 
disability excepted to secure a regular 
accident and health supplement, cover- 
ing the excepted period, and providing 
the same monthly indemnity as under 
the guaranteed renewable policy. 


Record Dividend by New York Life 


Dividends to policyholders, as de- 
clared this week by the New York Life 
for 1928, will establish a new record for 
the company and pass the 1927 record 
by $5,000,000. The company has an- 
nounced a dividend of $59,800,000, pay- 
able to policyholders during the com- 
ing year. A portion of this will remain 
with the company, over $43,000,000 now 
being held on deposit for policyholders. 
The company is paying 4.6 percent on 
dividend deposits in 1928. 
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Win 
The 
Argument 


—and lose the sale. 
That’s what happens 
nine times out of ten, 
isn’t it? So why argue? 
Our salesmen — 


Don’t Argue 


—and I'll tell you why. 
They don’t have to— 
because they always use 
our— 


Sales Book 


when talking to their 
prospects — then too 
they have— 


Non-medical 

Monthly Premium 

. Juvenile Policies 

Payor Insurance 

Salary Savings 
Participating 

. Non-Participating 
Sub-Standard 

. Female Insurance 
Sales Promotion Dept. 
Educational Course 

12 Direct Mail Advertising 
13. Salesman’s Folio 

14. School for General Agents 
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INSURANCE COMPANY 
(Formerly Mutual Life of Illinois) 


Home Office Springfield, Illinois 
H. B. HILL, President 
| 





F. M. FEFFER 
Vice-President & Agency Director 
Abraham Lincoln Life Insurance Co. 
Springfield, Illinois. 
Dear Sir: 

Will you kindly send me information 
regarding territory in: 
O ILLINOIS 
OUINDIANA 
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Success of Agent Depends Upon Ability 
in Securing Sources of Prospects and 


in Establishing Centers of Influence | 


BY JEROME M. BAKER 
Connecticut Mutual Life, St. Louis 


HE ability to secure countless ad- 
"[ aitionat prospects is to my mind the 
fundamental to success in the life 
insurance business. Even if a man has 


little sales ability, he will do consider- | 
able business through the law of aver- | 


ages by interviewing as people 
as possible. 

Thinking back upon my own personal 
experience, which doesn’t take much ei- 
fort, because that experience has been 
over a period of less than two years, 
I recall that the first thing I did upon 
deciding to enter the life insurance busi- 
ness was to list the names of all people 
I could remember with whom I had ever 
had any personal contact at all. Of 
course, the first names to come to mind 
business 


many 


were those of present asso- 
ciates—people with whom I had had 
almost daily contact for the past six 
years. Then came the names of per- 


sonal friends, members of civic and so- 
cial organizations to which I belonged, 
fellows with whom I played baseball, 
golf, handball or other games, and old 


schoolmates (getting their names trom 
| the school yearbook). Then having ex- 
| hausted my memory for more names, | 
| secured additional ones from members | 
of my family and intimate friends. 
This list totalled about 250 names and 
seemed to be sufficient to start on, but 
I soon found out that the people you 
know the best usually do not make the 
| best prospects. My experience in talk- 
ing to casual acquaintances or people 
whom I had not seen for some time 
| showed better results. To more clearly 


| illustrate this point 1 am going to give 


you statistics I have compiled from my 
present policyholders, 

My total number of policyholders is 
131, several of whom have bought more 
than once. Of this number sold, 69 were 
people totally unknown to me before 
going into the life insurance business. 
This leaves 62 that I had known in some 
way before entering the business. Mak- 
ing a more detailed analysis I find that 
37 (or about 30 percent) are 





members of a civic organization; 20 ar¢ 


fellow | 


! men whose names I secured through di- | 
} rect connection leads 


| 
| 


} 


| 





| 
(need no further explanation. But 


a story of 


member how one life insur- 
16 resulted from | ance agent used a combination of the 
straight cold canvass; 14 are former busi- | two in securing new prospects. This 
ness associates; 11 are 

are friends 


are old 


old friends; 10 | agent, having bought an automobile, pro- 
known in a social way; 9 | ceeded to make it pay for itself by giving 


schoolmates; 7 are athletic | lifts to other business men on his way 


friends; 3 are relatives; and 3 are old | down town and thus forming an ac- 
policyholders of the company. quaintance on which he later “cashed 
| in.” 

iy Sources < | The “endless chain” method is also 
fe Insurance Prospects | seli-explanatory, but I would like to 
1 believe tandard sources of ne\ | make a few remarks on the type of per- 

prospects are ‘on as follow: |}son known as a “center of influence.’ 
1. School. \ person to be a real center of influence 
2. Athleti } must first be well known, well liked, and 
7 * saree ; associates. ja believer in life insurance. He must 
4. Professional men. | be interested in you, and he must pos- 
5. Old friends sess a broad sympathy. Some men who 


as centers of infiuence 
i. Club or organization lists. are as follows: 

8. People you trade with. 

¥. Building and loan invest 
10. Neighbors. 


6. Church. | could be classed 
} 


1. Athletic coaches, 
rs. 2. Sunday school superintendents. 
3. Politicians, 


11, Newspaper records of marriages | 4. Ministers, 
and births, ot 5. Bankers, 

12. Direct leads. 6. Merchants. 

13. Old policyholders. 7. Employers. 

14. Fam ily history on medical report. 8. School teachers. 

15. Centers of influence. 9%. Doctors. 

The ability to secure prospects from | 10. Lodge officers. 
these muirces depends upon yourself } 44 Lawyers, 


Architects. 
rust officers of banks. 


(that *? through cold canvass and per-| 12 

sonal observation) and through others, | 13. 

by means of the endless chain and the} In conclusion I just want to say that, 

center of influence method. | naturally, the more fresh prospects you 

Cold canvass and personal observation | secure and then interview, the more 
I re- J tet eel you will get. 














Are You Still aSub Agent? 


Ambitious and Successful Men and 
Women prefer to Build, Own and Man- 
age a business for themselves. 
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WHY NOT BECOME A GENERAL 
AGENT? 


Our plan provides 


an agreement for 


building, ownership and management of 
successful General Agencies in the states 
of ARKANSAS, LOUISIANA, TEXAS 


and OKLAHOMA. 
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Your communication will be treated 


with confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 





IRA F, ARCHER 
Superintendent of Agencies 











HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
* * * * * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 




















| Go Into Business with 
Us on the 
PARTNERSHIP 


BASIS 








Life Health Accident 
STANDARD 
SUB-STANDARD 


SUPER-STANDARD 








Onto - Inprana - MicuiGan - Kentucky - PennsyLvANiA 
West Vircinia - Texas - Oxtanoma - CALiFornia - ILutNnotrs - lowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 
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ACTUARIES 








CALIFORNIA 





Barrett N. COATES 


CONSULTING 
ACTUARY 


354 Pime Street - - San Francisco 











ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone 7298 


CHICAGO, ILL. 


OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 

CONSULTIN@ ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Col: 


cord Bidg. OKLAHOMA CITY 


























end R, CORBETT 


Actuary 
Special'zing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
° Consulting Actuaries 
29 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 





HAH. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS ; 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








1OWA 





L. MARSHALL 
® CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 
Actuarial Service in all branches of In- 
surance and for Pension Funds—Examina- 
tions and Appraisals—Statistical Service and 
Installations — C {1 and Associati 
managed under contract—Office Systems and 
Reorganizations — Insurance Accounting and 


Auditing. 
75 Fulton Street New York 























NON-MEDICAL LAPSES 
MODERATE IN CANADA 


(CONTINUED FROM PAGE 11) 
on the lapse ratio. The views of some 
of the Canadian company men are as 
follows: 

Edward E. Reid, general manager of 
the London Life, said that although his 
company has not made an investigation 
the impression gathered is that consid- 
ering the predominant ages and the 
amounts for which it is issued, the lapse 
rate is no higher than in the case of the 
medically examined business. 


Age Decreases Lapses 


Actuary V. R. Smith of the Confeder- 
ation Life of Toronto in commenting 
upon the subject said: 

“Recently statements have been made 
that the lapse rate in the non-medical 
sections of the business was high, by 
comparison with the business as a 
whole, inferring that the reason of the 
high lapse rate was the lack of a medical 
examination, but it is doubtful whether 
such statements can be _ substantiated 
after a close examination of the business 
of the companies obtained in this man- 
ner. While it is probably true that there 
is a higher rate of lapse in the business 
obtained without a medical examination, 
as compared with that medically exam- 
ined, yet the probable reason for the 
higher lapse rate is because a larger por- 
tion of it was obtained from young men 
for comparatively small amounts, a class 
of the business which has usually shown 
quite a high lapse rate—rather than be- 
cause the business was accepted non- 
medically. 


Rate Decreases With Age 


“It is probable, therefore, that if a com- 
parison could be made with the business 
issued on similar lives prior to 1921, se- 
lected after a medical examination had 
been obtained, a similar lapse rate to 
that appearing in the non-medical busi- 
ness would appear. In the investigation 
made by the Actuaries Club of Toronto, 
attention was paid to this point, and it 
was found that while the lapse rate at 
the younger ages was high, the lapse 
rate noticeably decreased with age and 


WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

lf the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 

















CONSERVATION and PUBLICITY MANAGER 


with an excellent record of past accomplishments 
now available. Many years experience includes 
various branches of Life Insurance work. Offi- 
cially connected with two home offices. Age 35; 


married. Salary open depending upon your re- 
quirements. Address C-97, care The National 
Underwriter. 














with duration. It is probable, also, that 
a further reason for the higher lapse rate 
in the non-medical section of the busi- 
ness would appear to arise from the fact 
that in the last year-or two the most of 
the non-medical business was obtained 
from the more sparsely settled parts of 
the country. The business from these 
sections, whether examined or not, has 
always shown a high lapse rate.” 


A. L. Mitchell’s Views 


A. L. Mitchell, assistant general man- 
ager of the Canada Life of Toronto, said 
that it is natural to expect a higher lapse 
ratio in non-medical business for three 
reasons. They are: 

“First of all non-medical business is 
on ages under 45, and in our opinion 
there is a lower lapse rate on higher 
ages than there is on younger ages. The 
medical business includes all insurance 
on the upper ages, and this should be 
favorably affected as to lapses. 

“Secondly, in our experience there is 
a higher lapse rate on insurances of 
small amounts than there is on insur- 
ances of large amounts. With us the 
non-medical is limited to $5,000, and 
practically all our medical business is on 
amounts above that, and only a very 
small percentage of our cases below 
$5,000 are examined. 

“Thirdly, our experience has led us to 
expect a higher lapse rate on rural busi- 
ness than urban business and a much 
larger percentage of non-medical busi- 
ness comes from the rural communities 
than the medical does. 


Feels No Anxiety 


“We are, therefore, feeling no anxiety 
whatsoever over the fact that the lapse 
rate in 1927 on our non-medical busi- 
ness issued in 1926 is slightly higher 
than on the medical business issued in 
the same year. 

“Even depite the above reasons, which 
we would expect to materially effect 
the ratios, the difference is not very 
great in our case.” 

President Arthur P. Earle of the 
Montreal Life said: “So far as our ex- 
perience goes, the mortality has been 
lower than our general mortality and the 
lapse ratio has been nioderate.” An- 
other company man who does not wish 
to be quoted said that so far as lapses 
are concerned the very ease with which 
the non-medical business may be written 
results in persons applying for insurance 
who have not been thoroughly sold and 
this is reflected in the somewhat higher 
lapse ratio. 


Finds Ratio Better 


John Turnbull, assistant actuary of 
the Sovereign Life of Canada, said: 

“Our lapse ratio has not been abnor- 
mal—in fact, it has been somewhat bet- 
ter than usual. The chief condition 
affecting the lapse ratio is not whether 
it is medical or non-medical, but the 
state of prosperity of the country. In 
good times the lapse ratio decreases; in 
bad times this increases. A fact to be 
taken into consideration in connection 
with this question and non-medical busi- 
ness is that the latter is on the lower 
sums assured, that is, up to $2,000. Gen- 
erally speaking, people who take insur- 
ance for amounts over $2,000 are of the 
better class and know the value of their 
insurance, more so than do those who 
take insurance for $2,000 and under. 
Another point in this connection is that 
those who take insurance for small sums 
are more liable to be thrown out of 
work in periods of depression and there- 
fore, the lapse ratio amongst this class 
of business is bound to be higher. This 
factor would be effective whether or not 
non-medical business had been issued.” 


No Difference in Ratios 


J. H. Lithgow, actuary of the Manu- 
facturers Life of Toronto, said: “As 


far as we know, the lapse rate on non- 
medical business is not any heavier than 
on similar business medically examined.” 

The Crown Life of Toronto has not 
experienced any marked difference in 
lapse ratios between examined and non- 
examined business, according to H. R. 





districts and said that 
towns many agents are opposed to it be- 
cause of its negligible advantage. Ar- 
thur B. Wood, vice-president and actu- 
ary of the Sun Life of Canada, said: 
“Our experience under the non-medical 
has been quite satisfactory and we have 
no evidence of a heavier lapse ratio in 
this section of our business than in the 
medical.” 
Advantage in Production 


Although the Monarch Life of Winni- 
peg has not separated its lapse ratio 
with regard to its non-medical and gen- 
eral business, J. A. Macfarlane, assistant 
general manager and actuary, remarked: 
“We believe, however, non-medical busi- 
ness is advantageous from a production 
standpoint, particularly in our western 
country, where as population is sparse 
and where the residence of the applicant 
often is a considerable distance from the 
nearest medical examiner.” 

Actuary S. MacCharles of the 
Great West Life of Winnipeg said: “We 
have not made any special investigation 
of the lapse ratio, but our impression 
has been that the lapse ratio has not 
increased as the result of the writing of 
business with the non-medical examina- 
tion.” R. M. MacTavish, actuary of the 
Dominion Life of Ontario, said: “We 
have not taken the trouble to investigate 
our lapse ratio on the non-medical busi- 
ness. We, of course, are inclined to the 
view that the lapse ratio of the non- 
medical business is considerably higher 
than that of the medical. We do not be- 
lieve that the high lapse ratio can be 
regarded as due to the fact that the 
business was written without medical 
examination. The non-medical business 
is written at ages from 16 to 45 for 
amounts not exceeding $3,000, and we 
are of the opinion that this class of busi- 
ness would show a higher lapse ratio 
than the average whether it was exam- 
ined or not.” 


INSURANCE SEEN AS END 
OF CAPITAL, LABOR WAR 





NEW YORK, Jan. 4.—In the course 
of an address at a banquet of New Jer- 
sey realtors at New Brunswick the 
evening of Dec. 29, Haley Fiske, presi- 
dent of the Metropolitan Life, said: 

“It is estimated that nearly half of 
the people of the United States hold 
policies of legal reserve companies, and 
if we can get it into their minds that 
each individual policyholder is really a 
capitalist we shall go a long way in in- 
structing the public that the talk of 
demagogues about capital and labor be- 
ing opposed to each other does not ap- 
ply to the American people.” 

Mr. Fiske added that a considerable 
percentage of the assets of the life com- 
panies is invested in housing and farm 
loans, and that these contribute not a 
little to the material comfort of the 
people. 


Sales Congress Scheduled 


Ernest Owen, division manager of 
the Sun Life of Canada at Detroit, and 
Franklin B. Mead, vice-president of the 
Lincoln National Life, will be the prin- 
cipal speakers at the sales congress to 
be held at Indianapolis, Jan. 24, in con- 
junction with the fifth annual Indiana 
Insurance Day. The sales congress is 
sponsored principally by the Indianap- 
olis Association of Life Underwriters. 
A school for life agency managers and 
supervisors will also be held on the day 
preceding the sales congress. 

On the first day there will be a dis- 
cussion of problems in which agency 
managers are chiefly interested. The 
sessions on the second day will be of 
interest to life underwriters generally. 
The state association will meet imme- 
diately after the closing session in the 
afternoon. Charles Evans, vice-presi- 
dent of the Home Life of Arkansas, 
will be a speaker at the banquet Tues- 
day evening. 
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